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LIFE PRESIDENTS IN 





Important Addresses Made by 
Leading Men in Different 
Lines of Business 





LAW ACTS AS CHAIRMAN 


Attendance Somewhat Reduced Because 
the Insurance Commissioners Are 
Not Meeting in New York 


NEW YORK, Dec. 3.—The Associa- 
tion of Life Insurance Presidents is 


holding its annual meeting in this city | 


this week. William A. Law, president 
of the Penn Mutual Life, was chosen as 
the chairman for this meeting. Mr. 
Law was formerly a banker in this city 
but since being at the head of the Penn 
Mutual Life has come in contact with 
life insurance executives, who have been 
impressed with his ability and genius as 
a high administrative officer. 


Attendance Somewhat Off 


_ Owing to the fact that the National 
Convention of Insurance Commissioners 
is not holding its mid-year meeting in 
New York City, the attendance of out 
of town executives is not as marked as 
usual. It seems unfortunate that the 
great insurance week in New York City 
cannot be maintained. The backbone of 
the week was the meeting of the Insur- 
ance Commissioners Convention and 
together with the meeting of the As- 
sociation of Life Insurance Presidents, 
it called to New York a large body of 
imsurance men from all sections. It is 
to be hoped that the digression this year, 
whereby the insurance commissioners 
meet in Chicago, will not become a fixed 
habit but that New York City may be 
chosen as the meeting place for the com- 
missioners next year. 


Interest in Some Topics 


From a strictly insurance standpoint 
there are a few addresses that attract 
Patticular attention. Life insurance 
people at this time are giving much at- 
tention to total and permanent disa- 
bility. Some of the companies pooled 
*heir experience to ascertain whether the 
fates being charged are sufficient and to 















get a general line on what the experi- 
ence really teaches. Arthur Hunter, 
chief actuary for the New York Life, is 
chairman of this committee. His paper 
to be given Friday afternoon on “The 
Problem of the Disabled Policyholder” 
will undoubtedly attract wide attention. 


Non-Medical Plan Treated 


_ Another subject of intense interest at 
this time is non-medical life insurance. 
Arthur B. Wood, president of the Actu- 
arial Society of America and vice-presi- 
dent of the Sun Life of Montreal, will 
i. on this subject Friday afternoon. 
ard aiternoon will be particularly a 
€ imsurance program, as Vice-President 
and General Counsel W. H. Davis of the 
acific Mutual Life will discuss some of 
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|'EXECUTIVES SELECTED 


| WOLL HEADS LABOR COMPANY 








Officers of New Union Labor Life 
Elected at Meeting of Direc- 
tors in Washington 





| 
| WASHINGTON, Dec. 2.—Matthew 

Woll, vice-president of the American 

Federation of Labor and president of 
|the Photo Engravers’ International 
| Union, was elected president of the 
|newly organized Union Labor Life of 
| this city at the first meeting of the board 





| 





| of directors held here last week. George | 


| W. Perkins of Chicago, president of the 
| Cigar Makers International Union and 
| one of the veteran leaders of the labor 
| movement, was elected secretary-treas- 
urer. 

The five directors elected to serve 
with the officers as members of the 
executive committee are Martin F. Ryan, 
president of the Railway Carmen of 
America; James Lynch, president of the 
International Typographical Union; T. 
E. Burke, secretary-treasurer of the 
United Association of Plumbers & 
Steam Fitters; Luther C. Stewart, presi- 
dent of the Federation of Federal Em- 
ployes, and Thomas Flaherty, secretary- 
treasurer of the National Federation of 
Postoffice Clerks. 


Start Writing Seon 


It is the purpose of the newly elected 
officers and directors to get the affairs 
of the company in shape to begin the 
active writing of business as soon as 
$300,000 of its stock has been subscribed 
and paid for. The authorized capital is 
$1,000,000. 

It is expected that at the next meet- 
‘ing of the board Mr. Perkins will resign 
as treasurer and a Washingtonian will 
be elected in his place. 

The meeting of the directors was 
attended by Lyndon D. Wood of Phila- 
‘delphia, general counsel for the com- 
pany, and by William Green, president 
of the American Federation of Labor. 

President Green expressed his satis- 
faction at the launching of the new 
company and referred briefly to the 
opportunity for service it will have. He 
predicted a rapid growth for the com- 
pany, and added that he would be 
‘pleased if he could become the possessor 
of Policy No. 1 for the maximum 
amount the company will write. 

Following the meeting, Mr. Woll 
briefly announced the policy of the com- 
pany as outlined to date. It will insure 
all ages from 1 to 70 under any of the 
standard forms of policies. The com- 
pany’s limit will probably be fixed at 
$10,000 on any single life. 

Group insurance will be written. The 
company will have only one special fea- 
ture policy, known as the “Pay Day” 
policy, differing slightly from other in- 
stallment payment policies. 

The selection of actuary, auditor and 
medical director will be announced 
‘within the next few weeks. 








the dangers of present methods of taxa- 
tion in application to life insurance. 

Dr. Edwin W. Dwight, medical direc- 
tor of the New England Mutual Life, 
one of the best known medical directors 
in the country, 

(CONTINUED ON PAGE 18) 
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| be carried out and fulfilled under the 
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will speak tomorrow | lows: 
| 


| except that their rights are fully pro- 


CHANGES TO OLD LINE | 


| 
ILLINOIS BANKERS’ NEW PLAN | 





Legal Reserve Company to Assume 
Obligations of Assessment Asso- 
ciation of Monmouth 





Bankers Life policyholders this week 
received notices of a meeting to be held 
here Dec. 30 to vote upon the proposed 
contract of reinsurance with the Lllinois 
Bankers Assurance Company, which will 
be effective if two-thirds of the policy- 
holders represented at the meeting ap- 
prove the plan. 

The reinsurance has been considered 
for many months by the director of 
trade and commerce and the superin- 
tendent of insurance of Illinois as well 
as George Graham, a St. Louis actuary 
of long experience, and has been tenta- 
tively accepted by the Illinois insurance | 
officials. 


| 
MONMOUTH, ILL., Dec, 3—Illinois 
| 


Features of Contract 
Principal features of the new contract 
provide for: 
A legal reserve company to assume | 
all obligations of the association. 
| 


The legal reserve company to assume | 
and carry out to the letter all the terms 
of all the policies or certificates of mem- | 
bers of the association in good standing | 
at the time the contract goes into effect, | 
without any change or changes in the | 
policies or certificates. | 


Premiums Same Until Changed 


The premium or assessments on all | 
present policies or certificates to con- | 
tinue to be paid in the same amount at | 
the same time and in the same manner | 
as now or as the association may direct. 
This provision guarantees that the mem- 
bers are‘ to be in no way disturbed 


tected and their insurance strengthened. 

The legal reserve company shall grant 
each member the right of transferring 
his protection to the legal reserve plan 
without reexamination, but expressly 
provides that no member shall be forced 
to transfer to the legal reserve plan 
unless he so desires. 


New Company Contributes $450,000 


The legal reserve company to assume 
the liability to pay agency renewal com- 
missions under existing contracts. 

The legal reserve company shall pay 
into the funds of the association mem- 
bers the sum of $450,000 which shall be 
used for the benefit of members of the 
association in good standing at the time 
the contract goes into effect and for 
their benefit only. 

It is expressly understood and agreed 
that the funds of the association at the 
time the contract takes effect and all 
additions stipulated shall be considered 
trust funds and used for the benefit of 
the association members in good stand- 
ing at that time and for their benefit 
alone. 

All provisions in the contract are to 


supervision of the Illinois department of 
insurance. 

In a statement to the policyholders 
the Illinois Bankers Life sets forth 
principal reasons for the change as fol- 

Under the present charter the 
(CONTINUED ON PAGE 30) 
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GROWTH OF INSURANCE 
SHOWS IT FILLS NEED 


Chairman's Address at Convention 
of Association of Life 
Presidents 


LAW PRESENTS FIGURES 





Surveys Unprecedented Development in 
Many Lines of Business to Show 
Basis of General Prosperity 


NEW YORK, Dec. 3.—William A. 
Law, president of the Penn Mutual Life 
and chairman of the Association of Life 
Presidents, opened the con- 
vention of the latter organization in New 
York today with the keynote address 
on the subject, “The Underwriting of a 
New Era of American Progress.” He 


Insurance 





LAW 
President Penn Mutual Life 


WILLIAM A. 


spoke of the great development in vari- 
ous lines of business and especially the 
remarkable progress made by life in- 


surance. President Law’s address in 
part was as follows: 

“The topic selected for this meeting is 
‘The Underwriting of a New Era of 
American Progress.’ Let us, from a 
picture of the past quarter-century, at- 
tempt to visualize the future. According 
to Moody the country’s total railroa 
investment increased from $12,768,910,- 
837 in 1900 to $22,139,987,000 in 1924; 
total mileage from $192,162 to $260,544; 
total operating revenues from $1,487, 
044,814 to $5,986,492,120 and total net 
revenues from $557,622,217 to $1,428,- 
184,339. 


Other Transportation Developments 


“Besides this, we have seen the de- 
velopment of a modern highway system 
and the creation and distribution of the 
17,000,000 automobiles now in use in 
America, which have _ revolutionized 
suburban and country life. At the same 
time the taxicab and automobile truck 
have practically replaced the horse in 
every large city. The field of the auto- 
truck for long and short inter-city hauls 
has been added to the problems of our 
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railroads. The gas-electric self-propelled 
car, as recently developed, bids fair to 
become a practical factor in solving the 
problems of those numerous short lines 
and branch lines where the traffic is 
light and operation with standard equip- 
ment is unprofitable. The entire trans- 
portation program of the nation, from 
automobile traffic supervision to the 
regulation and stabilization of railroad 
operation and earnings is demanding 
the consideration of the country, as we 
face new problems and requirements in 
transportation and distribution. Of these 
matters we shall hear more as the pro- 
gram proceeds. The aeroplane and the 
submarine have opened up a new and 
fascinating world of human and me- 
chanical activity. 


Growth of Banks 


“As to banking, the total number of 
institutions, including national! banks, 
trust companies and savings banks, ac- 
cording to the American Bankers’ Asso- 
ciation, increased from 4,913 in 1900 
to 11,352 in 1924; total capital and sur- 
plus increased from $1,141,571,688 to $4,- 
397,372,000 and total deposits from 
$6,693,958,846 to $35,333,984,000. In bank- 
ing the outstanding event, of course, 
was the authorization, or organization, 
and operation of the Federal Reserve 
System—coOrdinating banking activities, 
centralizing reserves, stabilizing credits, 
providing a currency both sound and 
elastic, reducing time and cost of collec- 
tions, furnishing a national system of 
wire transfers and designating financial 
leadership of the most conservative 
character. As a result of the great war 
the United States was transformed from 
an international debtor into a creditor 
country and our foreign investments are 
now estimated to be in excess of $10,- 
000,000,000 exclusive of debts due our 
government by foreign nations. In 
financing the war the government wrote 
new chapters in the history of taxation 
and expenditures. Tax reform is a 
major. problem. The adjustment has 
been slow with much inertia to over- 
come, but definite progress has been 
made. The ordinary gross income of 
the national government grew from 
$567,240,852 in 1900 to $3,884,041,142 in 
1924; gross ordinary expenditures from 
$520,860,847 in 1900 to $3,404,295,067 in 
1924. Both receipts and expenses were 
much larger during the war period. 


Striking Activities Noted 


“Recently we have noted the organiz- 
ation of finance or credit companies and 
investment trusts or holding companies 
on a scale that is even yet hardly real- 
ized, the one stimulating instalment 
sales and the other stimulating specula- 
tive stock transactions. Mail order houses 
have grown in importance until their 
statistics are accepted as an authoritative 
yard stick for measuring commercial con- 
ditions. The chain store has become a 
great factor in retail trade in groceries, 
drugs, cigars, confectionery, general 
merchandise, etc. The new motion pic- 
ture industry now represents an invest- 
ment exceeding $1,500,000,000 with 
annual receipts for admission exceeding 
$700,000,000. All these modern activities 
accompanying quantity production, 
which is one of the striking characteris- 
tics of American industry. The stand- 
ardization of manufactured products 
and the adoption of simplified practices 
as recently effected by Secretary Hoover 
is another forward step in the elimina- 
tion of waste, tending to equip American 
manufacturers all the better for inter- 
national competition. 


Communication Developments 


“In the world of communication, the 
telephone and the radio, with its audi- 
ence of millions, have created a revolu- 
tion as remarkable as that brought about 
by the typewriter and arithmometer in 
the field of office organization. This 
has been accompanied by an era of ex- 
pansion in the production of magazines 
and periodicals with enormous growth 
in national advertising. 

“According to the National Electric 
Light Association, electric light and 
power companies utilized a capital in- 
vestment of $504,740,352 in 1902 and 





OPPOSITION IS GROWING 


MEN TABLE ISSUE 
Younger and Smaller Companies Fear 
Effects—A. L. C. Executive Com- 
mittee Meets Next Week 


AMERICAN 





NEW YORK, Dec. 3.—There is 
growing opposition to the adoption of 
the American Men table. The younger 
and smaller companies see in the move- 
ment much danger. They feel the issue 
is between the large nonparticipating 
companies and the big mutuals over net 
cost. The result would be, many offi- 
cials declare, that the smaller companies 
would be caught between the fire. The 
home companies of the west and south 
will bring tremendous influence against 
any change in the present practice. They 
hope that at the Chicago meeting of 
commissioners the movement will be 
squelched. 


Consider Headquarters Change 


The executive committee of the Amer- 
ican Life Convention will meet in Chi- 
cago next week and may take up then 
the time when the headquarters will be 
moved to St. Louis. Many feel that this 
move should be made not later than the 
last of next year. It depends very much 
on the time it will require to secure a 
new secretary to succeed T. W. Black- 
burn. Mr. and Mrs. Blackburn will sail 
Jan. 28 on a two months’ trip abroad. 
The committee has had a number of 
names suggested but no action has been 
taken. 

President H. B. Arnold of the Mid- 
land Mutual Life, who is head of the 
American Life Convention, Secretary 
Blackburn and other prominent leaders 
in the organization are here this week 
to attend the Life Presidents Associa- 
tion meeting. The western attendance 
at this meeting is reduced about half, 
inasmuch as the insurance commission- 
ers are not at the Astor this year. 


Detroit Life’s Record 


The Detroit Life’s paid-for new busi- 
ness for 1925, to Nov. 1, totalled $12,- 
690,000. This compares with $12,538,- 
000 of paid-for business for the entire 
year 1924. 








$6,600,000,000 in 1924. Gross revenues 
increased from $85,700,605 in 1902 to 
$1,350,000,000 in 1924. Everywhere 
water powers are being harnessed and 
utilized for the benefit of industry and 
of comfort to man. In power distribu- 
tion, lighting, heating, refrigeration and 
in many domestic processes the new in- 
ventions and improved devices have been 
marvelous. The members of our asso- 
ciation now hold more than $550,000,000 
of electric light, power and other public 
utility securities. The scope of woman's 
activities has been enlarged from the 
field of domestic duties until she is today 
found busily working by the side of 
man in almost every department of in- 
dustrial and commercial life. The social 
and physiological results of this move- 
ment are far beyond our present realiz- 
ation. 
Fundamentals Are Sound 


“With all this growth there is every 
assurance that the fundamentals are 
sound and that we may expect a con- 
tinuation of prosperity. For the second 
successive year we are enjoying abund- 
ant staple crops at remunerative prices, 
liquidating existing debts and creating 
a vast purchasing power. Stocks of 
staple merchandise are as a general thing 
quite low. Building construction con- 
tinues on a grand scale in practically 
all our larger cities. The absorbing 
power of our financial markets has been 
unparalleled and many new issues of 
bonds, debentures, preferred and com- 
mon stocks have been easily and widely 
distributed. 

“American life insurance is quickly 

(CONTINUED ON PAGE 32) 





CONGRESS AT DAYTON 


VALUABLE SALES TALKS GIVEN 





One-Day Session Held Under Auspices 
of Local Life Underwriters 
Very Successful 





The third annual sales congress under 
the auspices of the Dayton, O.? Associa- 
tion of Life Underwriters was eminently 
successful. President W. O. Cord of 
the Dayton association in his opening 
address stressed three essential qualifi- 
cations of the ideal life underwriter, 
“Inspiration, Courtesy and Service.” F. 
G. Shelton of the Prudential spoke on 

“Mortgage Insurance.” He gave some 
very significant figures in regard to the 
situation in Dayton. The tax value of 
the property listed for taxation in Day- 
ton is about $330,000,000, which is set 
down at about 70 percent of the actual 
market value. One-half of this total is 
represented by homes and 90 percent of 
these homes in Dayton are mortgaged 
for 60 percent of their value. In other 
words, there are $75,000,000 of mort- 
gages in Dayton which are probably not 
covered by life insurance. This indicates 
the tremendous field which remains to 
be covered by this type of protection. 


Two Contrasting Cases 


Harry Walter Hutchins, district agent 
of the National Life of Vermont at Cin- 
cinnati,- speaking on “Two Observa- 
tions,” gave two contrasting cases that 
are typical of opposite types of under- 
writing. The first case involved.a plac- 
ing of a large policy on the life of a 
certain wealthy resident of Cincinnati. 
The case was closed and a complete 
program laid out. Other agents, how- 
ever, got wind of the negotiations and 
swarmed down on the policyholder in 
large numbers, either openly condemning 
and criticizing the company with which 
the prospect had just placed his insur- 
ance or by “damning with faint praise.” 
The result of this series of unwarranted 
attacks was that the policyholder be- 
came so disgusted with the whole life 
insurance proposition that the agent who 
had created the business was able to 
deliver a small portion of the program 
as originally planned. To make matters 
worse, the man died within a _ short 
time, leaving his estate much involved. 


Result of Professional Attitude 


Quite a different picture of life under- 
writing as a profession was portrayed in 
another instance, also within the ob- 
servation of Mr. Hutchins. He was 
accosted on the street by the brother 
of a wealthy man in Cincinnati who told 
Mr. Hutchins that his brother had been 
talking to another agent about taking 
out a large line of insurance and sug- 
gested that Mr. Hutchins go to see the 
prospect with the idea of participating 
in the general insurance feast. Instead 
of doing so, Mr. Hutchins went back to 
the office, called his stenographer and 
wrote a letter to the prospect, saying 
that he had heard that he was consider- 
ing the placing of a large line of life 


insurance with his friend “Smith.” Mr. 
Hutchins congratulated the prospect 
upon doing business with such a 


straightforward, able, conscientious un- 
derwriter and suggested that he not de- 
lay the completion of the negotiations 
any longer than was necessary. A copy 
of this letter was sent to “Smith.” 

A few days after, while Mr. Hutchins 
was in his office, the telephone rang and 
Smith said to him: “Come on over here, 
Harry. I am at Blank’s office and we 
want to see you immediately.” Mr. 
Hutchins immediately went to the office 
of the prospect and as soon as he entered 
the door Smith asked him if he had an 
application blank handy. The prospect 
then said that, although Smith had 
originally talked to him about’a $100,000 
proposition, he felt that he might very 
well add another $50,000 and that both 
he and Smith agreed that the profes- 
sional conduct and courtesy of Mr. 


Hutchins had placed them under such 





LAW NOT RETROACTIV; 


COMMISSIONER GIVES RULInNg 





Life Companies Must Show Sepany 
Accounts on Par and Nonpar 
Since 1915 





LINCOLN, NEB., Dec. 2.—Comnj:. 
sioner John R. Dumont has interprete 
the law of this state to provide that any 
company which has issued both partic, 
pating and nonparticipating policies sinc 
1915 shall keep separate accounts sing 
that date. 

This section was enacted in 1913 
Previous to that time no company wa 
required to keep such a separation ané 
according to section 3163 of the 19, 
statutes, provision was made that every 
domestic insurance company previously 
organized and licensed to transact busi 
ness was allowed two years from July 
1, 1913, in which to conform to the re. 
quirements of the laws. 

The department is of the opinion tha 
it is not the intent of the law that the 
separation of the account should lk 
made retroactive. The commissioner, 
therefore, has ordered that companies 
that have issued both participating and 
nonparticipating since 1915 will only be 
required to keep separate accounts of 
such business produced and written aiter 
that date. 








obligation that the placing of the addi- 
tional $50,000 with him seemed to be 
the logical move. 

E. Grant Willyoung of the Midland 
Mutual Life, Springfield, O., spoke on 
“An Estate in Any Event.” Mr. Will- 
young had a splendid “habit talk” or 
outlined canvass based on the charts 
contained in the “March Through Life.” 
Another very interesting talk by a Mid 
land Mutual man of the Lima association 
was that of P. Reade Marshall, who 
spoke on “Selling the Young Man.” 
Mr. Marshall also used charts, although 
he drew his as he went along. His 
appeal was made mostly upon the ad- 
vantage of establishing “credit” by 
means of an early purchase of life in- 
surance. Mr. Marshall’s canvass had 
been used by many of the men associ- 
ated with him in Lima and with aston- 
ishing results. 

The morning session closed with a 
very interesting outlined canvass by 
Charles F. Andrews of the John Han- 
cock at Dayton on “Program Insur- 
ance.” He outlined a program he had 
used consistently in Dayton, which was 
composed of about $10,000 in cash to 
pay debts, etc.; $50 a month for the 
wife for life with 20 years certain guar- 
antee; $50 a month for 15 years on the 
“installment” certain plan to provide for 
the extra expense while the youngsters 
were coming of age, and then $4,000 
each as an educational fund for the 
children. This entire program involves 
about $34,000 of life insurance which, on 
the ordinary life plan, will produce about 
$17,000 in cash at age 65 if taken upon 
a man about 35. Such an amount, i 
used to purchase a survivorship annuity, 
would produce about $100 a month as 
long as the insured or his wife lived. 

Mr. Andrews stressed the value of 
succh a guaranteed estate and then sug 
gested to the prospect that there are 
two ways to get it, either by the pur 
chase of $24,000 of bonds which require 
“cash” or, as everybody else is doing, 
even the wealthy, buy such an estate 
upon the installment plan at.the rate of 
$50 a month approximately. 

The afternoon speakers were John A. 
Reynolds of the Union Trust Company, 
Detroit, and Charles F. Kettering, vice 
president of the General Motors Cor 
poration. 

The day closed with the presentation 
of the playlet, “The Heart of the Es 
tate,” by a cast composed of W. T. 
Trump, Midland Mutual; Miss Myrtle 
Sweetmen, Equitable of New York; 
Ruth Weber, Astor Robert Moore até 
J. P. Fitzpatrick of the State Mutual. 
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)OPERATION IS THEME 
OF ST. LOUIS MEETING 











rank L. Jones and Judge T. C. 
Henning Chief Speakers Before 
Life Underwriters 









Two POINTS IN PROGRAM 


ational President Emphasizes Need 
for Working With All Other Agen- 
cies for Community Welfare 






















Underwriters Association of St. Louis 
bt last week’s meeting had representa- | 
ives of trust companies and national 
banks in St. Louis as its guests. The 
purpose of the gathering was to attain | 
loser cooperation between the groups 
for the permanent solution of their mu- 
ual problems. 

The speakers were Frank L. Jones, | 
president of the National Association of 
Life Underwriters, and Judge Thomas 
C. Henning of St. Louis, vice-president 
of the Mercantile Trust Company and 
chairman of the life insurance depart- 
ment of the American Bankers Associa- 
tion. 

At the close of their talks the three- 
act playlet, “Thy ‘Will’ Be Done,” 
given at the Kansas City convention of 
the National association, was presented. 
Jones Tells of National Program 


Mr. Jones said that the National asso- 
ciation had two major projects in its 
working program for this year: (1) The 
extension ot educational facilities for 
life insurance and life insurance men 
and women with a view of uplifting the 
standards and ideals of the calling so | 
that persons engaged in life insurance 
would come to be regarded by the gen- 
eral public as belonging to a distinct 
profession; (2) to bring about closer 
cooperation between life insurance 
agents and the various other groups of 
agencies striving to solve social service 
problems of their communities. 

He said that the meeting being held | 
was in accordance with this second 
phase of the program. 





Community Drive Cited 


At the outset of the gathering M. A. 
Nelson, agency manager for the Equit- 
able Life of New York, chairman of the 
arrangements committee, had read a 
telegram from Dick Oliver of the New 
York Life, who was called out of town 
and could not attend the meeting. In 
his telegram Mr. Oliver had called at- 
tention to the fact that St. Louis had 
raised $1,800,000 for its community 
chest, referring to it as “an annual pre- 
mium of $1,800,000 for permanent disa- 
bility benefits.” He assumed that the 
city had raised the quota set, but it fell 
some $600,000 short of its goal. 

Mr. Jones referred to this telegram 
and expressed the belief that within ten 
or more years it would no longer be 
necessary to put on such drives for the 
support of worthy charities, as the pub- 
lic would be educated to purchase life 
msurance for the benefit of a permanent 
community chest. He said that Indian- 
apolis is already working on such a 
plan and in the past few years two per- 
sons have left $1,000,000 each to such 
atund, and another had set aside $300,- | 
0. Eventually he said other people | 
would buy from $2,000 of insurance 
Upwards for the benefit of permanent 
charity funds. 


Importance of Cooperation 


Passing along to the broader theme 
of his discourse he then took up the 
question of the value of cooperative 
thought and action in the solution of 
mutual or community problems. Two 
of the outstanding developments of re- | 


sT. LOUIS, MO., Dec. 2.—The Life | 


| recent years that the benefits were com- 


| the Sherman anti-trust act 








HAS SIX YEARS’ RECORD OF APPLICATION 
EACH WEEK, RECENTLY CHANGED TO TWO 





i. 
PERRY B. POPE, of the Chicago 
S office of the Phoenix Mutual Lite, 

has just completed 312 weeks, six 
years, of consecutive weekly production. 
| Not satisfied with that unusual record, 
| Mr. Pope has written two applications 
| a week for the past 18 weeks. Mr. Pope 
says that he does not attempt to be a 
big writer, but rathe r a_ consistent 
writer, and as a result, he turns in his 
applications regularly, usually not for 
large policies but always for people for 


| whom they will be of the most value. He 


says that his average policy is about 
$2,500. 

Mr. Pope gets a great deal of enjoy- 
ment out of his work. In fact, he en- 
joys it so much that he arouses enthu- 
siasm in the people to whom he talks. 
He fairly radiates the joy of living. He 


| gets more pleasure out of writing a 
| $1,000 policy where it is most needed 


than out of writing a larger policy 


where it is less essential. 
Insists on Double Indemnity 


One case in his experience gives Mr. 
Pope especial satisfaction. He said that | 
it is worth all the effort he has put into 
his insurance writing. About five years | 
ago he succeeded in writing a $7,500 
case for a man connected with Wilson 
& Co., the packing firm. Mr. Pope | 
wanted to add the double indemnity | 
clause, but the prospect said that he 
was able to take care of himself. Mr. 
Pope called his attention to an acci- 
dent that had just happened in which | 
a girl lost her life through the falling | 
of a piece of coping from the top 
of the Consumers building in Chicago. 
He pointed out that this might happen 
to even the most careful person. His 
prospect did take the double indemnity 
rider and three years later as he was 
leaving a building, his hand caught in | 
the revolving door and was crushed. 
Blood poisoning set in and he died five 
days later. 

The company paid the face amount of 
the policy, and upon investigation found 
that his death was a direct result of the 
accident, and paid the double amount 
under the disability clause. The policy- 
holder’s widow has always been deeply 
grateful to Mr. Pope because through 
his insistence upon the double indem- 
nity clause she now has an income of | 
$40 a month that otherwise she would 
have been without. 

This is an example of the kind of 
thing Mr. Pope enjoys. He feels that 
he is doing a most worthwhile work in 
helping to provide for needy widows 
and children. His motto, as printed on | 
the calendars he distributes, is “I Sell | 
Money for Future Delivery.” 


List Changed to Policyholders 


Mr. Pope carries with him everywhere 
a list of all of his policyholders and 
many prospects arranged according to 
their birthdays. Every day he makes it 
a point to call up all of his prospects | 
and policyholders whose birthday falls | 
on that date, to congratulate them and | 
offer a friendly word. If the man is | 


| too far away to be reached by phone, | 


he writes to him. At first this long list | 
of names was composed chiefly of pros- ' 








ognized, that people are more valuable 
than property, and (2) the recognition 


| by the people, the nation and the states | 


of the principles of cooperative spirit as 
distinguished from competition as 
principle 

He said the principles of cooperation 
were ages old but that it was only in 


a 


ing to be recognized, pointing out that 
it was but a very few years ago that | 
had been 
passed to stifle this cooperative spirit | 
and to maintain the old principle of com- 
petition. 
However, 


he continued, the World | 


| right on, 


| cooperation and 


pects, but today most of them are pol- 
icyholders. The plan is very much 
worthwhile for it keeps Mr. Pope in 
touch with all his policyholders, and his 
friendly call on their birthday keeps him 
in their minds. 


1s 


Carries Little Novelties 


Mr. Pope usually carries around some 


little novelties in his pocket. One of 
them is a thimble upon which is in- 
scribed his name and address. He dis- 


tributes these everywhere. He puts them 


on the fingers of little girls he meets | 
or 
is | 


in street cars or elsewhere whether 


| 


not he knows them. The thimble 
very attractive and useful and has | 
proved a worthwhile investment. Fre- 


quently he has had business come to 
him in his office from the fathers of 
these little girls to, whom he gives the 
thimble. It is not an expensive thing 
to do, but it gives pleasure to many 
women and girls, to say nothing of the 
pleasure Mr. Pope himself derives in 
giving them away, and it more than pays 
for itself in the business that it brings 
in to him. 

Mr. Pope has been with the Phoenix 
Mutual nine years, and has always car- 
ried out a plan of keeping in touch with 
his prospects and policyholders on their 
birthdays, even before he started his 
consecutive weekly production six years 
ago. Before that time Mr. Pope was 
with Armour & Co. for 27 years. His 
only regret is that he did not get into 
the life insurance business years earlier 
instead of wasting his time in his pre- 
vious work. 


Not Easy at First 
His determination to write one ap- 
plication each week was not easy at 


first. Often he became worried as he 
approached the latter part of the week 
without his application and he said that 
he has sometimes had the medical ex- 
amination .taken care of as late as 10 
o'clock Saturday evening in order to get 
his application through that week. 
Keeping up his record is not so difficult 
now because he is a veteran at weekly 
production. Moreover, the company 
has made it easier for him because the 
Phoenix Mutual will now accept up to 
$5,000 without medical examination. 
This has simplified his problem consid- 
erably, but still, as any agent knows, 
producing an application without fail 
each week is no easy task. Mr. Pope 
has gotten into the habit, however, and 
expects to keep it up. He is not resting 
with his record of six years of regular 
weekly production but expects to keep 
He says that he does not 
know whether or not he will maintain 


past 18 weeks, but he does intend to 
continue to write one each week. He 
is in the habit now and would not give 
it up. 

That he can continue to maintain his 
record is the opinion of Sidney Wellbe- 
loved, associate manager of the Phoe- 
nix Mutual at Chicago. W. W. Wil- 
liamson, manager of the Phoenix Mu- 
tual in Chicago, is president of the Life 
Underwriters Association of that city. 


the cooperative prin- 
ciple has a fixed place in the industrial 
and economic life of the nation. He said 
that the family, the very foundation of 


| all society, is a cooperative unit. 


Work With Trust Companies 


Taking up the need for and advan- 
tages of closer cooperation between trust 


| companies and life insurance men he 
said that in many ways their functions 


are identical. Trust companies and 
other financial institutions are interested 
in thrift and life insurance teaches the 
public the value of thrift and makes for 
dependable people, as all forms of insur- 
(CONTINUED ON PAGE 20) 
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|| RESPONSE TO DEMAND 


OF NATION FOR FUNDS 


Robert W. Huntington Addresses 
Association of Life Insurance 
Presidents 


SHOWS GROWTH OF ASSETS 


Presents Interesting Analysis of Dis- 
tribution of Reserves Among Various 
Classes of Investment Securities 

NEW YORK, Dec. 3.—Robert W. 
Huntington, president of the Connecti- 
cut General Life, spoke at the conven- 


| tion of the Association of Life Insurance 


Presidents here this morning on “The 
Response of Life Insurance Companies 
to the Nation’s Demand for Funds.” 
He presented figures showing the tre- 


| mendous growth of life insurance assets 





ROBERT W. HUNTINGTON 
President Connecticut General Life 


recent years, and how these vast 
funds are distributed among the various 
classes of investments. In the course of 
his address President Huntington said: 

“Life insurance funds of all United 
States legal reserve companies have 
grown in the last fourteen years from 
$4,164,492,000 to approximately $11,500,- 
000,000, which amount it is estimated 
they will equal or exceed at the close 
of this year. This means a gain during 
the current year of over one billion dol- 
lars—the greatest increase in history. 
This billion dollars has found its way 
through various classes of investments 
into every section of the country in 
answer to the current calls for credit. 
We are enabled to present this advance 
survey by means of the aggregate rec- 
of 52 leading life insurance com- 
panies holding 93 percent of the total 
funds, which companies have generously 


| contributed to the Association their in- 


| distress or promote comfort. 





vestment data. 
Has Stake in Prosperity 


“Investment of reserves necessarily 
follows, in old-line life insurance, the 
payment of premiums, and as necessarily 
precedes the payment of claims. We are 
accustomed to consider that the use and 
beauty of our business lies in persuading 
men to deny themselves in order to pro- 
vide future comfort for themselves and 
their families, and we glory in the or- 
derly payment of claims which relieve 
We go 
further and say that not only does the 
payment of claims make for an orderly 
and contented social state, but the mere 
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payment of premiums with its accom- 
panying hoarding of necessary reserves 
gives the policyholder a sense of having 
a stake in the prosperity and well-being 
of the country, which he would be loath 
to have taken away from him, and 
which he will be interested in defending. 


Chart Shows Growth 


“In the accompanying Chart 1 the top 
line represents the total funds of the 
companies contributing figures, repre- 
senting about 93 percent of the total 
insurance funds of the country, showing 
the growth from $3,881,260,000 to $10,- 
381,108,000. 

“For the proportion that any one kind 
of investment bore to the whole sum in- 
vested in the years under consideration, 
the item called ‘all other admitted as- 
sets’ has varied little for the fourteen 
years. It includes collateral loans, which 
started at $12,483,000 in 1911 and ended 
at $13,576,000 Sept. 30, 1925; cash, which 
increased from $59,737,000 to $116,492,- 








CHART I — ABSOLUTE GROWTH OF LIFE INSURANCE ASSETS — 1911-1925 


to respond to demands of this sort may 
perhaps fairly be classed as one of the 
responses to the nation’s demand for 
funds. 
Bonds and Stocks 

“The remainder of the assets are di- 
vided into two great classes, bonds and 
stocks, and mortgage loans. In the for- 
mer the bonds and stocks of railroads are 
by far the most important. Starting in 
1911 with $1,383,537,000, or 35.7 percent 
of the total assets of the companies, 
they have gone up in amounts but de- 
creased in relative importance until on 
Sept. 30, 1925, the railroad bonds and 
stocks amounted to the grand total of 
$2,194,932,000, or 21.1 percent of ~ 
total investments. Roughly speaking, I 
suppose it may be said that life insur- 
ance companies and railroads started at 
about the same time in this country. 
At any rate, in 1840 there were 2,818 
miles of railroads in this country, which 
amount increased to 30,626 in 1860, to 
93,262 in 1880, to 194,321 in 1900, and 
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000 but went down in proportion from 
1.5 percent to 1.1 percent of the total 
assets; and other investments compris- 
ing all non-classified matter, going from 
$98,494,000 in 1911 to $403,068,000 on 
Sept. 30, 1925, an increase of from 2.6 
percent to 4 percent; the ratio of the 
whole changing from 4.4 percent in 1911 
to 5.2 percent on Sept. 30, 1925. I can 
attach no particular significance to this 
except that the tendency seems to be of 
late years to carry proportionately less 
cash than was carried formerly. 


Real Estate Investments 


“Real estate changed from $151,962,000 
in 1911, or 3.9 percent of the whole, to 
$186,058,000 on Sept. 30, 1925, or 1.8 
percent of the whole, and in no year in- 
tervening was the percentage of real 
estate to the total assets larger than it 
was the year before. By far the greater 
part of this investment is in office build- 
ings for the companies’ own use, the 
remainder being mostly in the shape of 
foreclosed properties to be gotten rid of 
when the circumstances seem to justify 
it. One might naturally expect that the 
liquidation in farm values would have 
had the effect of temporarily increasing 
this proportion, and that such is not 
the case is a cause of gratification. 


Policy Loans Increased 


“Policy loans and premium notes in- 
creased in actual amount from $505,610,- 
000 to $1,271,060,000. In 1911 these as- 
sets were 13 percent of the total and 
after increasing to a high point of 14.9 
percent in 1914, they have irregularly 
decreased to the present ratio of 12.2 
percent. The percentage of this item is 
of course out of the direct control of 
the companies and may be expected to 
increase slightly in times of unemploy- 
ment or very high money rates, and to 
decrease when money is easy and un- 
employment rare. It is difficult for me 
to realize the fear that we had when’ I 
first came into this business of agreeing 
to lend policyholders their own money. 
While the companies are always pleased 
to see this item grow less in proportion 
and always take pains to facilitate the 
paying off of these loans by the bor- 
rowers, yet their ability and willingness 





to 240,439 in 1910. During a ‘large part 
of this time good railroad bonds were 
considered to be as safe and profitable 
as any form of investment which life 
insurance companies could buy. The 
gradual falling off in the proportionate 
amount of funds so invested may be due 
to a combination of causes, among 
which might be mentioned the decreas- 
ing ratio of new construction; the fear 
that railroads would be ground between 
the upper and nether millstones of gov- 
ernmental enforced lower rates and labor 
enforced higher wages; and lastly the 
call by other industries needing develop- 
ment and their ability and willingness 
to pay for funds. 


Government Bonds — 


“After railroad securities come vari- 
ous sorts of government bonds which 
have been divided for the purposes of 
this paper into foreign government; 
United States state, county and munici- 
pal, and United States government 
bonds. The amount of United States 
government bonds held by the com- 
panies at the beginning of the period 
under consideraiton was _ negligible. 
From 1914 to 1917 it rose from $399,000 
© $62,623,000; from 1917 to 1919 from 
$62,623,000 to $706,063,000, or from 1.2 
percent to 11.5 percent of the total as- 
sets. The highest point from the stand- 
point of actual investment was reached 
in 1922 at $821,003,000, and this amount 
since then has been decreasing and stood 
at the end of September, 1925, at $652,- 
313,000, or 6.3 percent of the total. At 
a time when credit was strained to the 
utmost, when banks were obliged to 
lend, their patriotic customers money 
wherewith to buy government bonds, 
the life insurance companies performed 
a notable service to the country. Aban- 
doning opportunities for more profitable 
investment, they put their funds where 
they would do the most for the general 
welfare. Nobly did they respond to the 
demand of the country for funds to 
carry on the war. 


Fewer Local Bonds 
“The amount of state, county and 


municipal bonds has increased from 
$155,600,000 to $335,745,000 but de- 





creased from 4 percent to 3.2 percent of 
the total, this decrease having occurred 
in the last four years. It may perhaps 
indicate that the country’s demand for 
money for this purpose is readily filled 
by others than the life insurance com- 
panies. 

“Under foreign government bonds, 
Canadian bonds have increased from 
$20,967,000 up to $238,040,000, while 
other foreign bonds, starting at $61,139,- 
000, or 1.6 percent, reached in 1917 the 
total of $169,388,000, or 3.1 percent of 
the total, since which date they have 
fallen to $39,899,000, or 0.4 percent. 


Other Bonds and Stocks 


“The only other item left 


continue for some years to come x 
that public utility demand for m 
will be more and more met by fung 
from life insurance companies. 


Real Estate Loans 


“The bonds and stocks comprise g 
the present time 40.2 percent of th 
total, having fallen from 47 percent ¢ 
the total 14 years ago. The mortgagy 
comprise 40.6 percent of the total 
Sept. 30, 1925, as against 31.7 perce 
in 1911.. These are divided into farm 


| and city, and it is perhaps worth whik 


to trace in some detail the growth g 
these two classes of investment. Farp 


| loans began at $430,886,000, or 11.1 per. 


in this | 


bracket is ‘other bonds and stock,’ which | 


started as $202,852,000 in 1911, or 5.2 
percent of the whole, fell to $128,085,000 
by 1914, or 2.8 percent, since when it 
has each year. increased in actual amount 
and during the last few years very rap- 
idly in proportionate amount, reaching 
on Sept. 30, 1925, $712,195,000, or 6.9 
percent. Of this amount $568,421,000 
was in the securities of public utilities. ; 
Public utility investments of life com- 
panies increased 118 percent in 2% years. 





cent of the whole, compared to city 
loans, $797,473,000, or 20.6 percent o 
the whole. Farm loans increased 
proportion each year up to 1923 whe 
they amounted to $1,662,761,000, or 189 
percent of the whole. City loans afte 
going up to 21.1 percent of the whole ix 
1914, fell in 1919 to 16.1 percent of the 
whole, and in 1920 began to rise, being 
16.3 percent, 16.8 percent in 1921, 173 
| percent in 1922, 19 percent in 1923, 209 
| percent in 1924, and 22.6 percent at th 
close of September, 1925. Loans on city 


This trend, which has been in evidence | property have more than doubled in less 


for several years, has been more pro- 
nounced this year than ever before and 
is an outstanding feature of recent ten- 
dencies in life insurance investments. At 
the end of 1922 these companies held 
approximately $261,000,000 in public | 
utility securities which had increased to 
$448,000,000 at the end of 1924 and 
$568,000,000 by Oct. ist, this year. The 
funds so advanced are used to finance 
telephone, telegraph, gas, electric power, 
water, hydro-electric and other public 
utility companies contributing to recent 
phases of American progress. 


Reasons for Growth 


“Many reasons might be advanced for 
this growth. I will suggest a few. The 
increasing popularity of these invest- 
ments seems to me to be due partly to 
the laws of various states appointing 
public utility commissions, which guard 
the various corporations against cut- 
throat competition and at the same time 
insist upon a high quality of perform- 
ance. Then, too, of late years there 


have been many court decisions to the 
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than five years, jumping from $1,120- 
696,000 at the end of 1920 to $2,344, 
674,000 by Oct. 1, 1925. These loans, 
include mortgages on homes, 
apartment houses, hotels, office buildings 
and business properties, reflect recent 
construction programs relieving the 
housing shortage and caring for business 
expansion. 


Other Factors Noted 


“In 1921 and 1922 the farm loans were 
actually bigger than the city loans, but 
since that time the demand by the cities 
for money to complete their building 
projects, which had been held up by the 
war, has been met by the life insurance 
companies, while on the other hand the 
fact that the farmer could borrow his 
money advantageously through the 


| Federal Land Bank, or one of the joint 


stock land banks, has lessened the de 
mand from this quarter and lowered the 
rate of interest which the borrowers are 
willing to pay. However, the total of 
$1,871,000,000 now invested in farm 
mortgages is more than double the 





effect that laws making confiscatory 
rates cannot be enforced. Many com- 
panies have had local campaigns to in- 
terest their customers in the purchase 
of preferred and common stocks and 


these campaigns have been noticeably | 


successful. In fact, 
between the public and the public utility 


the whole relation | 


companies seems to me to be growing | 
better and the idea that a company | 


which furnishes good service has a right 
to be protected is gaining favor. Some 
years ago the laws of Connecticut were 
amended so as to make it without ques- 
tion that the insurance companies of that 
state had a right to invest in public util- 


| with 39.6 percent on Jan. 1, 


ity securities, and lately certain classes | 


of such securities have been made legal 
for savings banks. 
demand for money from this source will 


I believe that the | 


amount of such securities held six yeats 
ago by these life insurance compamies 
and represents a very substantial com- 
tinuing contribution toward the support 
of America’s largest industry, agricul 
ture. 
Tendencies This Year 

“A fleeting study of the investments 
made during the first nine months 
this year serves to emphasize the recet 
tendencies which have been noted here 
tofore. The total admitted assets of the 
contributing companies have risen t 
$10,381,108,000, Of this amount $4,217, 
730,000, of 40.6 percent, as compare 
is in mort 
gage loans. The farm loans amount te 
18 percent of the whole, compared 
18.7 percent on the first of the yea 
while the city loans amount to 22.6 pe 
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MEASURES OF SERVICE 


NEW YORK LIFE INSURANCE COMPANY 





Home Office Organization and Personnel 





O GREAT A BUSINESS as that of the New York Life Insurance Company requires for successful 
management System and Experienced Managers. 


The Company’s Home Office work is divided into seventeen Departments, twenty separate Divi- 
sions, three Committees ranking as divisions and other departmental divisions and sections. 


The Departments are: The separate Divisions are: 
Selection & Rating i Letter (Incoming) 


Loan Securities 

Claims Acct. & Stat. Mail (Outgoing) 

Death Loss Policy Payments 
Law (Investments) Files Premium Collection 
Law (Insurance) Employees’ Welfare Surrender Value 
Classification Committee Index Translation 
Inquiry Photo Bureau 
Issues Information Bureau 








Insurance Committee 


The business of the Company is under the management of a Board of Directors elected by the 
policy-holders. There are five Standing Committees of the Board which direct and supervise the work 
through the Officers whom they elect. 


No one may obligate the Company in any way nor disburse its funds without the authority 
of the Board or some of its Committees, and this authority must be a matter of record. Frequent 
, pe - required to be made by various Officers to the Committees which direct and supervise 
their work. 


The personnel of the Home Office ee « of nine Executive Officers, elected by the Board of 
Directors; 33 Junior Officers and 49 Deputies, visors, superintendents, etc., who are appointed by 
the President with the approval of the Board; al caus Gs line einen, 


Nearly one who is intrusted with authority and the direction of others has been long in the 
employ of ie Chinon, has learned its methods and caught its spirit of service. 


Of the nine Executive Officers the youngest in service has served 22 years, the oldest in service has 
served 55 years, and the average service is 36 years. 


Of the Junior Officers the longest service is 50 years, the shortest is 13 years and the average is 30 
years. 


Of the 49 other subordinate officers the average length of service is 32 years. 





Can a Company thus organized, officered and managed serve you in any way? 





NOT A COMMODITY—BUT A SERVICE 


DARWIN P. KINGSLEY, President 
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55 MILLION OF LIFE INSURANCE IN FORCE 


Manager Wanted 
for territory 


The company you will 
represent 1s now over 20 
years old. Strictly Mu- 
tual, Insurance in force 
has doubled in last 5 
years. Has paid in death 
claims over $1,125,000.00. 
Paid to Policy Holders, 
Dividends. over $1,000,- 
000.00. Has Assets of 
$5,450,000.00. It is Efi- 
ciently and Economically 
Managed. Policies are 
Fair and Liberal. It in- 
dulges in no Experi- 
ments. Quality, Service 
and Safety are Para- 
mount to Size. 


Council Bluffs 
Fort Dodge 
Mason City 
Waterloo 
Sioux City 
Cedar Rapids 


or if interested we will 
give you district 
agency contract in 
other smaller cities. 


Must be under 40 
years of age, honest 
and capable. 


Growing 
Steadily 
Insurance in Force 
ee $325,000 
Ml ctxbedthewear $3,760,237.71 
SEE sSiesoasnittcusacbaaie . $10,231,921.21 
BOD oss logdcceascaveseiitds $27,006,018.90 
ae eee ee November, $55,000,000.00 

Address 


FRANK P. MANLY, President 


or 


JOE C. CAPERTON, Agency Manager 


The Indianapolis Life Insurance Co. 


Indianapolis, Ind. 


CONTRACT DIRECT WITH HOME OFFICE 























cent of the whole investments, as com- 
pared with 20.9 percent on the first of 
the year. The policy loans and premium 
notes are 0.1 percent less than they were 
on the first of the year, being 12.2 per- 
cent of the whole on Sept. 30. 


Fall in Government Bonds 


“The fall in amount of government 
bonds held has continued, the actual 
amount of the United States government 
bonds being on Sept. 30 $652,313,000, or 
6.3 percent of the total as against $688,- 
195,000, or 7.1 percent of the whole on 
the first of the year. The state, county 
and municipal bonds have also fallen off 
in actual amount as well as in percentage 
and now stand at $335,745,000, or 3.2 
percent of the whole as compared with 
$343,021,000, or 3.6 percent of the whole, 
on the first of the year. Canadian and 
other foreign bonds have practically re- 
mained stationary in relative amounts. 

“The railroad bonds and stocks have 
gone up in amount but decreased in per- 
centage, being $2,194,932,000, or 21.1 per- 
cent of the whole, as against $2,109,621,- 
000, or 21.8 percent of the whole on the 
first of the year, while all other bonds 
and stocks have continued their advance, 
not only in amount but in percentage, 
and now amount to $712,195,000, or 6.9 
percent of the whole as against 6.1 per- 
cent on the first of the year. Of this 
amount $568,421,000 is in public utility 
bonds. This compares with $447,868,000 
on the first of the year and is 5.5 percent 
of the total admitted assets as against 
4.6 percent on Dec. 31. 


Increase in Public Utilities 


“Public utility securities and city 
mortgage loans show the largest in- 
creases in this year’s investments of life 
insurance funds according to this com- 
pilation, while holdings in government 
and municipal bonds are now on the de- 
crease, revealing the trend to other types 
of investment. Loans to policyholders 
are still increasing in amount but have 
shown a steady reduction since 1921 in 
the percentage of total investments of 
the companies and indicate improve- 
ments in the economic status of policy- 
holders. Farm mortgages and railroad 
bonds are increasing in amounts but not 
so rapidly as other holdings of the life 
companies and both of these classes now 
show decreases in the percentage of total 
life insurance investments. 

“The 1925 increase in assets up to Oct. 
1 of these 52 companies amounted to 
$718,958,000 distributed in the various 
classes of investments as follows: Farm 
mortgages $69,392,000, city mortgages 
$327,551,000, public utility securities $120,- 
553,000, railroad securities $85,311,000, 
loans to policyholders $83,267,000, real 
estate $10,482,000, and all other classes 
a net of $22,402,000. 


Investments and Reserves 


“As the banks of discount furnish 
most of the short-time money for the 
transaction of the nation’s business, so 
the life insurance companies in a greater 
and greater degree are receiving the sav- 
ings of the people and with these savings 
furnishing the long time money. If un- 
hampered by legislation, this money can 
go anywhere in the country that it is 
most needed and thus not only do the 
greatest amount of good but net its 
owners the largest rate of interest. 
Where does it go? We have divided the 
United States for the purpose of this 
paper into nine divisions: New England, 
middle Atlantic, east north central, west 
north central, south Atlantic, east south 
central, west south central, mountain, 
Pacific. Chart III shows the ratio of 
investment to reserves according to 
these divisions. 


Reserves Per Capita 


“It is interesting to note that the mid- 
dle Atlantic states have the largest re- 
serve per capita, $112.12 for every man, 
woman and child in the territory, of 
which 78.3 percent, or $87.79 per capita, 
is invested in that territory. Next in 
order of per capita reserves is New Eng- 


land with $99.66, while only $46.54 of 
this is invested in New England. These 
are the only two divisions of the coun- 
try where the investment is less than 





DISCUSS DUMONT STAN) 





NON-MEDICAL ISSUE RAIszp 





Nebraska Company Executives Thig 
Commissioner’s Statement Went 
Too Far 





LINCOLN, NEB., Dec. 3.—Comnj. 
sioner Dumont’s bold pronouncemey 
against the desirability or need ¢ 
medical examinations before issuing [ij 
policies excited considerable  surpriy 
and comment among both the medic 
profession and insurance company «&. 
ecutives here. 

Some of the doctors think that th 
Douglas County Medical Society haj 
no business to protest against the con. 
missioner’s decision that any perso 
holding a state medical license, regari. 
less of what school he belonged to, ha 
the right to examine for life insurance j 
a company was willing to accept his 
certificate, while others support the 
stand of the society that only men thor. 
oughly grounded in materia medica ané 
in diagnosis should be employed for this 
purpose. 

These doctors, while admitting tha 
it is for the company to act as it pleases 
with respect to issuing policies, assert 
that the financial success of a company 
depends upon the quality of its medical 
examinations, and it is to the interes: 


| of the companies that they employ only 





the best grounded physicians. 
Opinion of Executives 


Among company executives it is felt 
that the commissioner has gone farther 
than the situation called for, in adding 
his opinion that medical examinations 
ought not to be required by law. Most 
of the Nebraska companies opposed the 
bill introduced in the last legislature to 
allow small policies to be written with- 
out examinations. They were success 
ful in defeating it. They do not feel 
they have attained a size that makes 
such throwing down of the bars safe for 
them, and they believed that to permit it 
to be done by other companies would 
subject them to a competition in which 
there was an element of unfairness. 

They say that giving each offered 
risk a thorough medical scanning is the 
real measure between profit and loss, 
and that with the margin of profit at 
no time great, a little tipping to the 
other side might mean disaster. 


Can’t Afford to Experiment 


It is recognized that there is a tent- 
ency in the direction of letting down the 
bars on examinations, but the smaller 
company managers think that they are 
in no position to make the experiments 
as the larger companies, which can cafe 
fully watch results. For that reasol 
most of them wish to have both 4 
medical and an inspection report on ap 
plicants for policies. They feel, 100, 
that it puts up to an agent, anxious 10 
earn his commission and desirous als 
of seeing that his company is net 
swamped, a little bigger problem that 
he ought to be burdened with, besides 
adding considerably to what is require 
of him in the way of getting informa 
tion to guide the company in determi 
ing whether to accept the risk. 


Organizing Indiana Life 
A group of Indianapolis men #* 
gt eae 
organizing a company to be known * 
the Indiana Life, which is seeking 2 
establish a home office in some (lm 


in northern Indiana. Among toms - 
terested are Perry B. Ward, presicch’ 


i Sluss, Dr. 
Dr. John J. Briggs, E. E. Sluss, - 
Frank M. Fitch and George C. oe 


Mr. Brooks has been auditor 0 ri 
American Life of Detroit and has be 
ered his resignation to become abet 
and auditor of the proposed compa 








the reserves and it contains the ae 
offices of companies representing 4 - 
proportion of the figures under © 
sideration.” 
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Giddap Napoleon! 


You wouldn’t use this sort of talk to your gasmobile. That method may 
have been efficient in the days gone by to get old Dobbin a’rearin’, but it doesn’t 
get one very far in dealing with the modern chariot. 








Neither does the International Life employ antiquated sales methods— 
worn out policies—ready for the junk heap service in building the fastest grow- 
ing company in the Mississippi Valley. 

International Lifemen have the advantage of having behind them—helping 
them—encouraging them, an up-to-date, progressive life company. Confidence 


is the instigator of success. Our agents have confidence in their company and 
its policies. 


One of the “Whys” of International Life Success 


Fastest Growing Company 
in the Mississippi Valley 


International Life Insurance Co. 


St. Louis, Missouri 


W. K. WHITFIELD, President DAVID W. HILL, Vice-President 
W. F. GRANTGES, Vice-Pres. and Gen’l Mgr. Agents 
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INTER-STATE COMITY 
IS DISCUSSED BY COX 


Considers Reciprocal Provisions 
of Insurance Statutes at 
Counsels’ Meeting 


MUST LIMIT OPERATIONS 


——___— 


Extracts from Paper Presented at New 
York by Vice-President of John 
Hancock Mutual Life 


NEW YORK, Dec. 2.—Guy W. Cox, 
vice-president and general counsel of 
the John Hancock Mutual Life, read a 
paper today at the meeting of the Asso- 
ciation of Life Insurance Counsel here, 
on inter-state comity and _ reciprocal 
provisions of insurance statutes. Fol- 
lowing are extracts from the paper: 

“The right of a company to do busi- 
ness in states other than that of its 
creator so generally depends entirely 


upon permissive statutes of the other 
states that perhaps I may be pardoned 
for reminding you that this is not neces- 
sarily so, and in any given instance may 
not be so even at this late period in the 
development of insurance. The primary 
right of a company to do business in 
other states arises in the comity between 
states of our Union. 


Applicable Between States 


“In the case of Bank of Augusta vs. 
Earle, 13 Peters 519, Chief Justice Taney 
adopted the following definition from 
Story’s ‘Conflict of Laws’: ‘In the 
silence of any positive rule, affirming, or 
denying, or restraining the operation of 
foreign laws, courts of justice presume 
the tacit adoption of them by their own 
government, unless they are repugnant 
to its policy, or prejudicial to its inter- 
ests. It is not the comity of the courts, 
but the comity of the nation which is 
administered, and ascertained in the 
same way, and guided by the same rea- 
soning, by which all other principles 
of municipal law are ascertained and 
guided.’ 

“The chief justice, in his opinion, 
continued: ‘Adopting, as we do, the 
principle here stated, we proceed to in- 
quire whether, by the comity of nations, 
foreign corporations are permitted to 
make contracts within their jurisdiction, 
and we can perceive no sufficient rea- 
son for excluding them, when they are 
not contrary to the known policy of the 
state, or injurious to its interests.’ 


Removed All Doubt 


“Up to the time of the decision of 
that case (1839), it had been doubted 
that the rules of comity between nations 
applied to the states of our Union. But 
the decision in that case disposed of 
that doubt and established, apparently 
for all time, that the rules of comity 
between nations do apply to our several 
states. 

“The difficulties, however, of applying 
the rules of comity to any particular case 
‘may clearly be seen from the following 
statement quoted in the opinion of the 
court in Hilton vs. Guyot, 159 U. S. 113: 
‘They seem to have forgotten that they 
wrote on a question which touched the 
comity of nations, and that that comity 
is, and ever must be, uncertain; that 
it must necessarily depend upon a 
variety of circumstances which cannot 
be reduced to any certain rule; that 
no nation will suffer the laws of another 
to interfere with her own to the injury 
of her citizens; that whether they do 
or not must depend on the condition of 
the country in which the foreign law 
is sought to be enforced, the particu- 
lar nature of her legislature, her policy, 
and the character of her institutions; 
that in the conflict of laws it must often 





be a matter of doubt which shall pre- 
vail; and that, whenever a doubt does 
exist, the court, which decides, will pre- 
fer the laws of its own country to that 
of the stranger.’ 

“And yet in the same opinion appears 
the following: ‘Comity, in the legal 
sense, is neither a matter of absolute 
obligation, on the one hand, nor of mere 
courtesy and good will, upon the other. 
But it is the recognition which one na- 
tion allows within its territory to the 
legislative, executive or judicial acts of 
another nation, having due regard both 
to international duty and convenience, 
and to the rights of its own citizens or 
of other persons who are under the pro- 
tection of its laws.’ 


Acquired Right to License 


“A specific case where comity between 
the states has been applied to compel 
the insurance commissioner by writ of 
mandamus to license an insurance com- 
pany is U. S. Fidelity & Casualty vs. 
Linehan, insurance commissioner, 73 
N. H. 41, where it was said by the court, 
in speaking of the privilege of a foreign 


corporation to do business in New 
Hampshire: ‘It is a privilege or license 
which the legislature may withhold 


from corporations like the plaintiff, or- 
ganized in other states, but in the 
absence of expressed legislation against 
the exercise of the privilege of such 
corporation, it is generally held that 
they acquire the right by comity, or 
that legislative silence upon the subject 
is equivalent to permission.’ 

“And it has been held that a foreign 
company could conduct multiform in- 
surance in a state where domestic com- 
panies were not authorized. to do so, 
People vs. Company, 153 Ill. 25, and 
that a foreign life company could also 
transact employers’ liability insurance 
although domestic companies were pro- 
hibited from doing so. State vs. Aetna 
69 Ohio, 317. 


Was Leading Decision 


“Perhaps the leading state “decision 
on the subject of comity between the 
states is that of State ex rel. Standard 
Tank Car Co. vs. Sullivan, 282 Mo. 261. 
In this case, the court decided that a 
foreign corporation having capital stock 
of no par value must be permitted to 
do business in Missouri, although the 
laws of Missouri did not permit domestic 
corporations to issue stock with no par 
value and provided that a foreign cor- 
poration which could not be organized 
as a domestic company could not be 
admitted. I mention this Missouri case 
because, in the last few years, citizens 
of Missouri representing reciprocal and 
inter-insurance exchanges have strenu- 
ously urged other states to admit their 
associations to do business therein under 
the rule of comity, the facts being that 
these exchanges were unincorporated 
associations, and the laws of other states, 
so far as expressed, provided for in- 
surance to be transacted only by incor- 
porated companies. 


Many Privileges Granted 


“It is obvious from this outline of the 
law of comity that it was necessary and 
entirely fitting for our several states to 
regulate insurance business transacted 
within their limits by foreign companies. 
And we cannot give too much credit to 
the wisdom of those who, when they 
established such regulations, permitted 
foreign companies to exercise so many 
privileges under the law of comity. If 
every state had exacted every require- 
ment it properly made for domestic com- 
panies, no foreign company could have 
done business therein. Insurance com- 
panies would have remained almost as 
local in limits of operation and in serv- 
ice as banks. Yet, every now and then, 
before legislative committees, I hear the 
argument made that because a state has 
imposed a condition upon its domestic 
companies, it should without question, 
impose the same condition on all ad- 
mitted foreign companies. I submit that 
the argument is unsound and that there 
is a real question involved which should 
be seriously and intelligently considered. 
- “Massachusetts is particularly en- 
titled to credit in life insurance for set- 





ting an example of liberal treatment 
of foreign companies. When its legis- 
lature in 1861, under the guidance of 
Flizur Wright, commissioner, enacted 
the Massachusetts non-forfeiture law, 
this law was not made to apply to for- 
eign companies. This law has never 
been applied to foreign companies. I 
have been informed by men whose ex- 
perience is much longer and wider than 
my own that this example has been of 
incalculable benefit in the development 
of inter-state life insurance in a liberal 
and workable way. 


Retaliatory Laws Necessary 


“It was fitting and probably necessary 
to pass reciprocal or retaliatory laws. 
They are like a good rule in that they 
work both ways. They are a protec- 
tion against hostile foreign legislation 
as long as your own laws are liberal 
and wise, and become an avenging 
boomerang when your own laws are 
illiberal and unwise. But it has been 
contended that if comity is denied to 
one, comity will be denied to all, with- 
out distinction as to race, color or creed. 
This contention appeared to me to be 
as unreasonable as it was unexpected. 
But so appeared the Illinois decision on 
the incontestable clause, and as I have 
studied this contention and been buffeted 
by it, I have come to believe that it 
is worth while to work for a uniform 
reciprocal or retaliatory law so drawn 
as to preclude any other meaning than 
like for like in all respects: To make 
certain that a life company could not be 
prohibited from doing business in a 
certain state because a fire company of 
that state, for some cause not affecting 
the life company, had been prohibited 
from doing business in the home state 
of the life company, and that a life 
company could not be prohibited from 
doing business in a certain state for the 
sole reason that a life company of that 
state had been excluded from the home 
state of the first company for failure 
to comply with requirements and con- 
ditions fully compiled with by the first 
company. 

“Because Maryland imposed a fee of 
$300 upon life insurance companies, 
Vermont attempted to impose a like fee 
upon a Maryland company carrying on 
the business of liability, fidelity and 
accident insurance in Vermont. The 
Vermont commissioner contended that 
the retaliatory statute of Vermont called 
for the imposition of the maximum fee 
exacted by Maryland, regardless of any 
classification of the species of insur- 
ance transacted, but the court held that, 
as the plaintiff was not of the same 
classification as the National Life of 
Vermont, and as Maryland imposed no 
fees upon the class of companies rep- 
resented by the plaintiff, no fees would 
be imposed under the retaliatory statute 
of Vermont upon the plaintiff. Fidelity 
& Casualty vs. Brown, 92 Vermont 390. 


Enforced Nonexisting Statute 


“A Maryland company was refused 
admittance by New York, and there- 
upon a New York company was denied 
admission to Maryland. The court 
found that the Maryland company had 
been shut out of New York by the ‘un- 
appealable determination of the New 
York officer not to grant it a license,’ 
and, while conceding that there was no 
such discretionary power conferred on 
the Maryland commissioners in ex- 
pressed language, it decided that ‘when 
the New York statute imposes an 
obligation or prohibition not found in 
ours, that obligation and prohibition 
must be treated as if found in so many 
words in our statute, and it is to be 
enforced accordingly.’ 

“My immediate point of interest in 
this decision is that the court, in its 
opinion, stated: ‘There would seem to 
be especial fitness in enforcing it (the 
retaliatory law of Maryland) as against 
the appellee (New York company), 
whose business is so especially along 
the same line and plane as the American 
Casualty Insurance & Security. (Mary- 
land omeete, Talbot vs. Fidelity & 
Casualty 74 Md. 536. 

“The language of this decision has 
raised the query as to what would have 





been decided if there had been no & 
pecial fitness’ in enforcing the Marylang 
statute against a New York compa 
‘whose business was not ‘especially along 
the same line and plane as the Map. 
land company.’ And this case has be, 
cited and used as a basis for argumy 
before insurance commissioners thy 
rules and prohibitions enforced againg 
companies of a home state in anothe 
state are not restricted to the same clay 
of companies nor to like matters whe 
the home state applies its reciprocal [zy 
to the companies of the other state. 
“In an Iowa case, a New York cop. 
pany was prohibited from transact 
more than one class of business in oy, 
because the court said that Iowa com. 
panies would be so restricted in Ney 
York, although no Iowa company acty. 
ally had been so restricted in New York 
State vs. Fidelity & Casualty, 77 Iow 


648. 
Refused to Limit Business 


“In Ohio, it was attempted to pro. 
hibit a New York company that wa 
transacting four distinct lines of insw. 
ance in Ohio from doing more tha 
one of such lines of insurance, under 
the allegation that, by the laws of New 
York, no company incorporated in Ohip 
could transact in New York more than 
one of such lines of insurance. Under 
the counter-allegation that no Ohio com. 
pany had organized to transact said four 
lines of insurance and had never made 
application to the proper officers in New 
York for a license to do said four lines 
of insurance, the court refused to limit 
the business of the New York company 
State ex rel. attorney general vs. Fidelity 
& Casualty, 49 Ohio State 440. 


Must Limit Operations 


“My purpose in referring to court de- 
cisions under reciprocal laws is only to 
ascertain what, if any, indications ap 
pear on the question of applying these 
laws to exactly similar conditions in all 
respects. Except for the first three 
cases cited, it does not appear, nor 
would it appear if other cases were 
cited, that this question has been con- 
sidered. What I submit is that the in- 
jury may be disastrous unless the oper- 
ation of such laws is restricted to classes 
and conditions similar in all respects.” 


DANGER OF CARBON MONOXIDE 





Life Companies Are Combatting Men- 
ace Through Letters to Policyhold- 
ers and Advertising 





The John Hancock Mutual Life has 
joined the growing list of life companies 
which are carrying on an especial cam- 
paign in regard to the dangers of cat- 
bon monoxide gas, particular during the 
winter season, and extending warnings 
to motorists along that line. It has sent 
out about 700,000 notices to policyhold- 
ers, and is also using advertising space 
in trade and general publications t 
bring this matter to their attention. 

The New England Mutual was the 
first company to put out such a warning 
to its policyholders and the other New 
England companies, including the John 
Hancock, Massachusetts Mutual, Ne 
tional of Vermont and others very 
quickly joined in the effort. The Metro- 
politan Life has also gone into the work 
quite thoroughly. A number of asso 
ciations furthered the movement, includ- 
ing the New England Life Insurance 
Publicity Conference and the Insurance 
Advertising Conference. Quite recem 
the United States government issued @ 
pamphlet explaining this menace and the 
means of combatting it. : 

In the past six years, according to Dr. 
Herman t Bundesen, Chicago commis: 
sioner of health, 1,426 people have died 
from accidental exhaust gas poisoning, 
Usually the victim has been fou 
seated behind the wheel of his car_wit? 
garage doors and windows closed. Other 
unfortunates have been discovered lyin 
under the car, presumably smothered 
while working on motor or brakes W 
the engine was running. Even the shot 
“warming up” of a car in a closed garag* 
invites sudden death. 
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IN FIVE YEARS— 


The Missouri State Life 
HAS 


—jincreased its life insurance in force 


$261,000,000 


“ne Lee —increased the number of lives insured 
© ta lee 1 05 000 
mpany ae 

Fidelity Ba ’ 
—increased its assets 


$30,000,000 


—increased its Group insurance in force 


$58,000,000 


—increased its Accident and Health annual premium income 


$439,000 


—increased its field organization more than 100 per cent. 
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—increased its Home Office by the addition of five stories 


< 





BQH Y 
= 
2cees 
8 #5 


7 
4 
< 
SSLV,% 


== 


THE COMPANY OF OPPORTUNITIES 
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MISSOURI STATE LIFE INSURANCE COMPANY 


M. E. SINGLETON, President HOME OFFICE, SAINT LOUIS 
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An Offer—Minus Frills 





‘If you want the General Agency fran- 
chise in OMAHA, NEB., for one of the 
most progressive, “old-line”, mutual life 
insurance companies in the East, you are 
ready to give us an interview. 


Liberal remuneration and unusual co- 
operation will be given the man who 
secures this desirable franchise. 


For a personal interview write Q-4, care 
of this paper. In your letter outline 
previous business history and qualifica- 


tions—in confidence, naturally. 





























YOU KNOW 


What a Live Life Representative Can Do 





WITH AN UNLIMITED LIST OF LIVE LEADS 


We furnish the policies and the prospects 
you furnish the PEP 


Openings now in Missouri and Illinois 
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LIFE INSURANCE 
COMPANY 
OF MISSOURI 


St. Louis, Mo. 


H. W. SHAFER 


Secretary 


EDWARD G. ROLWING 


President 


— Address — 
W. D. LUMPP 


Director of Agents 
700 Times Bldg. 

















SUBJECT OF ANALYSIS 


Address of Thomas I. Parkinson 
at Life Presidents’ 
Convention 


NEED SKILLED DRAFTSMEN 


Sees Tendency on Part of Legislatures 
to Look to Responsible Insurance 
Officials for Guidance 


NEW YORK, Dec. 3.—Thomas I. 
Parkinson, vice-president of the Equita- 
ble Life of New York, addressed the 
convention of the Association of Life 
Insurance Presidents today on “Legis- 
lative Contribution to Progress.” He 
gave some statistics on the enactment of 
statutes affecting insurance, reaching 
the conclusion that there is a reduction 
in the number of irresponsible insurance 
proposals and a growing tendency on 
the part of legislatures to look to re- 
sponsible insurance officials for guidance 
in the development of insurance laws. 
Vice-president Parkinson spoke in part 
as follows: 

Record of 20 Years 


“In the various legislative sessions of 
Congress and the state legislatures dur- 
ing the last 20 years there have been 
introduced 954,625 separate and distinct 
bills or legislative proposals. Of this 
total Congress has been deluged with 
no fewer than 291,848 bills. In the pro- 
posal of state laws New York and 
Massachusetts lead all the rest with 62,- 
611 and 48,282 bills introduced. Wiscon- 
sin and Kansas, long considered the hot- 
beds of legislative experiment, show the 
comparatively modest totals of 14,880 
and 17,527. It is comforting to note that 
the figures show a marked decrease in 
the number of bills introduced in the 
past five years as compared with the 
period from 1906 to 1911. This is espe- 
cially true in Congress where the num- 
ber of bills in the sessions of the past 
five years is about one-third of the num- 
ber introduced in the sessions between 
1906 and 1911. It may be that these fig- 
ures are explained by the progressive 
urge which flourished in the earlier 
period or, as seems more likely, by the 
reduction in the number of relief bills 
due to improvement in Congressional 
handling of private claims. 


Not Legislative 


“We must remember that these huge 
totals are for bills introduced, not laws 
enacted. We are apt to over-emphasize 
the number of bills introduced as a leg- 
islative evil, forgetting that freedom to 
introduce bills proposing changes in our 
laws is a part of the constitutional right 
to petition the government for redress 
of wrong; it is a safety-valve for the 
pressure of a sense of injustice or a de- 
sire for change. The more serious mat- 
ter is the selection from this mass of 
introduced proposals of those bills which 
merit legislative approval, and the me- 
chanics of law-making by which the 
bills selected for enactment are con- 
verted into binding rules of law. 


Many Undesirables Killed 


Evil 


“This process of legislative selection 
resulted in the enactment of 233,563 
separate statutes or about one-fourth of 
the total bills introduced. The slaughter 
of undesirables was greatest in Congress 
where only 13,463 enactments resulted 
from 291,848 bills. In the states, North 
Carolina, with 15,113 enactments out of 
25,788 bills, New York, with 14,230 en- 
actments out of 62,611 bills and Massa- 
chusetts, with 12,200 out of 48,282 bills, 
make the principal contributions to our 





with the modest totals of 6,256 and 3 aay 
enactments, seem conservative by op, 
parison. 

Fewer Laws Enacted 


“Moreover, the total number of ky 
enacted by all the legislatures seem; », 
be decreasing. Taking the ‘on’ and 4p 
legislative years together, the figures jy 
1924 and 1925 combined show a tota g 
22,000; whereas for 1920 and 1921 com, 
bined the figures show a total of 26, 
and for 1906 and 1907 combined the fg 
ures show a total of 28,000 enactmeny 
When we subtract from these figury 
the temporary, private, local and purely 
administrative enactments we find sj 
less cause for alarm in the quantity ¢ 
legislative production. An analysis ¢ 
legislative enactments in a few typicd 
states shows that the permanent lays 
passed during the years 1915-1924 ¥. 
fecting the general public averaged pe 
annum as follows: Louisiana, 140; |p. 
diana, 140; North Carolina, 160; Ney 
York, 300; Wisconsin, 340; California 
370. These figures indicate that ther 
is nothing appalling in the mere numbe 
of our new statutes. 


Is Helpful Sign 


“While the number of bills dealing 
with life insurance has increased from 
1,300 in 1909 to 2,300 in 1925 and ran a 
high as 3,300 in 1923, the number of lie 
insurance laws enacted has been con- 
paratively constant, ranging from 104 to 
159 in the principal legislative years 
Expressed in percentages we find that 
the number of life insurance laws e- 
acted declined from 9.69 percent of life 
insurance bills introduced in 1909 to 44 
percent of such bills introduced in 19% 
In the same period the percentage o 
bills introduced dealing with all sub- 
jects which became statutes has in 
creased from 20.97 percent to 33.17 per- 
cent. To me these figures indicate both 
a reduction in the number of irrespon- 
sible insurance proposals and a growing 
tendency on the part of legislatures 
look to responsible insurance officials for 
guidance in the development of our in- 
surance laws. They also suggest botha 
partial realization and an opportunity 
from the point of view of life insurance 
companies. We have improved and we 
may still further improve the legislative 
product with which we are most con 
cerned by not merely opposing unde 
sirable legislation but by contributing in 
detail to the development of desirable 
legislation. 

Not Accurately Expressed 


“More and more the insurance bus- 
ness and the terms of insurance CoM 
tracts are being subjected to statutory 
egulation and it becomes of increasing 
importance to us that these statutes be 
not only founded in good policy but 
also accurately expressed in every dt 
tail. A legislative policy unless em 
bodied in legislative language which 
gives effect to it is of small value. No 
better illustration could be desired than 
the California community property law 
of 1923. The decision in the Bank 0 
Italy case in 1923 established the prit- 
ciple that no disposition of the proceeds 
of an insurance policy could be made 
without compliance with the Californa 
laws governing gifts of community prop- 
erty. The court on an application for 4 
rehearing had refused to declare 1 
what extent the decision affected the 
duties of life insurance companies with 
respect to the payment of policy Pre 
ceeds. The statute wag passed for the 
purpose of defining these duties and tt 
lieving the companies of the confusid® 
which the decision threatened. 1s 
statute failed to accomplish its purpos 
cause the legislative policy which ha 
prompted its enactment was not fully of 
accurately expressed. 


Cooperate With Committees 


“Wise and effective legislation 'S de- 
pendent upon attention to detail. * 
requires power in the legislator © 
analyze the problems which confror 
him, wisdom in selecting from available 
alternatives, and skill in the use © 
guage... But it is not the legislator 4 


jan 
Jone 





Decem 


— 
— 
— 























er 4, ee December 4, 1925 








—=> 








Kangy) 
and 35% 





























































"and ‘of 
= OF NEBRASKA 

find sti] 

140; Ip. : ° ° 

50; Wer Thirty-eight years of successful and conservative management have resulted in financial statements and individends to 


a total ¢ 

921 com. 

antity Assets $25,900,000 Insurance in Force over $109,000,000 
alysis 0 

yo policyholders unequaled in insurance history. 

at ther 


Of 26,00): 
d the fig. 
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General Agencies 


WE have general agency open- 
ings in the following states: 


Illinois Oklahoma 
Iowa Nebraska 
Indiana W yoming 
Ohio South Dakota 
Minnesota Montana 
Missouri Colorado 
Kansas California 


Any good, live producer of Life 
or Accident and Health insurance, 
who is not at present under contract 
with any other company, will be 
taking a step in the right direction 
by getting in touch with us. 


He will tell us about himself and 
we will tell him of our thorough co- 
operation with our field force, in- 
cluding direct mail and newspaper 
advertising assistance. 


Address H. G. Royer, President 


Great Northern Life 


Insurance Company 
110 South Dearborn Street, Chicago 





who should have these qualities. The 
representatives of private interests like- 
wise have a duty and an opportunity to 
contribute to the making of better laws 
and my experience as counsel for the 
committees of Congress in the prepara- 
tion of legislation immediately after the 
war has convinced me that the represent- 
atives of private interest can and should 
improve their contributions to the de- 
velopment of legislation. They must do 
something more than oppose undesirable 
legislation; they must cooperate in 
working out the details of desirable leg- 
islation. There are some legislative 
proposals which private interest should 
flatly and unalterably oppose, but there 
are others which have merit and which 
may prove less burdensome if those 
most familiar with the subject matter 
cooperate in their formulation. 

“Some of the regulatory laws now 
on the statute books to which big busi- 
ness strenuously objects might not 
have been there at all or might not have 
subjected private enterprise to such 
drastic regulation had the representatives 
of the interest affected realized that un- 
qualified opposition sometimes irritates 
legislators to more drastic enactments 
than would have resulted from friendly 
cooperation in selecting the desirable 
from the undesirable while the proposal 
was pending. The Federal Reserve law 
is a good illustration of legislation 
which private interest finally determined 
was desirable and unavoidable and 
which they thereupon helped to make 
as effective as possible. 


Definiteness Is Essential 


“The common law standards of con- 
duct were developed by judicial deci- 
sions establishing general rules. These 
rules had the advantage of flexibility, 
but flexibility is not an advantage when 
definiteness is desirable. Legislation is 
at its best when it meets the modern 
demand for definiteness in our rules of 
law. A statute which is aimed at an 
ascertained evil is therefore likely to give 
more satisfaction than one which at- 
tempts to anticipate and deal with. evils 
that still dwell beyond the horizon. 
Statutes condemning rebates, for ex- 
ample, whether in insurance premiums or 
in carriers’ rates, have been generally 
effective and satisfactory. When, how- 
ever, the legislature instead of confining 
its statutory prohibition or requirement 
to demonstrated and recognized evils, 
attempts to provide a catch-all for evils 
which may arise in the future, it loses 
the advantage of definiteness and lays 
the basis for irritation and confusion in 
the application of its generalities by the 
courts or administrative officers. 

“It is obvious that if legislators and 
legislative draftsmen are to attain even 
a reasonable degree of definiteness and 
accuracy in legislation they have need of 
all the information and suggestions we 
can give them. With particular refer- 
ence to life insurance legislation it is 
our duty, and I believe it is also our 
opportunity, to cooperate with legisla- 
tors and administrative officers in bring- 
ing about greater accuracy and uniform- 
~ 4 in the prohibitions and requirements 
of statute law. Fortunately, we have 
attained a substantial degree of uniform- 
ity in the policies which underlie life 
insurance legislation, thanks to the influ- 
ence of that great lawyer and legislator, 
Judge Hughes. The legislation which 
he drafted for New York in 1906 still 
constitutes the principal contribution to 
the insurance laws of this country, but 
the carelessness of other draftsmen. or 
their individual preferences in the use 
of language and the constant addition of 
amendments have combined .to bring 
about lack of uniformity in detail and 
unnecessary variety of phraseology.” 


John M. Stahl Resigns 


John M. Stahl, formerly president of 
the Farmers National Life of Chicago, 
who has for the past eight months been 
doing agency work for the Northwestern 
States Life of Hammond, Ind,, has re- 
signed the latter connection. Mr. Stahl 
expects to announce new plans in the 
near future. 





ELECT NEW DIRECTOR® 


FILL INTER-SOUTHERN BOA 


Stockholders of Louisville Compy 
Approve New By-Laws and Autho. 
ize Sale of Remaining Stock 





LOUISVILLE, Dec. 1—Stockholde 
of the Inter-Southern Life at a meetig 
yesterday afternoon elected 11 ny 
directors to take the places of tho 
whose election was declared void soy 
time ago. This brings the number ¢ 
the entire board up to 24. The stock. 
holders also adopted new by-laws jx 
the management of the company a 
approved a resolution authorizing a 
directing the officers to sell the smj 
remaining unsold treasury stock. 


List of Directors 


The directors of the company are noy 
as follows: William F. Bradshay, 
Paducah, president First National Bank 
J. Guthrie Coke, Auburn, director ¢ 
the Bank of Auburn; Lee L. Milk 
Louisville, president Louisville Taxica 
& Transfer Co.; Ralph M. Barker, Cy. 
rollton, president Barker Tobacco War 
house Company; Clark B. Patterson, Mt 
Sterling, president First National Bank: 
Edward H. Hilliard, Louisville, senix 
member of the brokerage firm of J. |. 
B. Hilliard & Son; Hugh B. Fleece 
Louisville, president Bankers Trs 
Company; Attilla Cox, Louisville, direr- 
tor Fidelity & Columbia Trust (; 
Dinwiddie Lampton, Louisville, pres: 
dent American Life & Accident; Leon- 
ard F. Florsheim, Chicago, capitalist ani 
director of the Yellow Taxicab Com 
pany; Perry Wall, Tampa, Fila., pres: 
dent of the Knight & Wall Wholesi& 
Warehouse Merchants and mayor o 
Tampa; James R. Duffin, Louisvilk 
president Inter-Southern Life; W. W. 
Moore, Louisville, first vice-president, 
Inter-Southern Life; C. B. Nordema, 
Louisville, assistant secretary, Inter- 
Southern Life; J. A. Donaldson, Car 
rollton, president First National Bank; 
D. C. Stinson, Owensboro, president 
D. C. Stinson Lumber Company; W. 8. 
Stanfield, Mayfield, director City Ne 
tional Bank; George G. Summers, 
Wichita Falls, Tex., representative Sv 
perior Qil Corporation; Earl S. Gwin, 
Louisville, president Lincoln Bank & 
Trust Company; Edward F. Peter 
Louisville, director Liberty Insuranc 
Bank; William E. Massey, Louisville 
president Ryan-Hampton Tobacco Com 
pany; M. M. Parrish, Gainesville, Fi, 
general agent Inter-Southern Life; 
worth Regenstein, Newport, director 
Central Savings Bank & Trust (Co; 
Stanley Reed, Louisville. 


New Executive Committee 


The executive committee appointed 
by the newly elected board is as follows: 
James R. Duffin, C. B. Nordemas, 
William F. Bradshaw, Earl S. Gwia 
Lee L. Miles, Edwin Hilliard, Attila 
Cox. 
The investment committee appointed 
by the executive committee is as '0 
lows: James R. Duffin, Edward 2 
Hilliard, Addila Cox, Earl S. Gwin, Le 
L. Miles. 

Elwood Hamilton and Ernest Wooé- 
ward, general counsels for the compaty, 
are also general counsel for and advis- 
ors to the executive committee invest 
ment committee. 

Committee to Meet in Chicago 

Subsequent to its meeting in New 
York, the committee on the Ament 
Men Mortality Table appointed by ® 
National Convention of Insurance od 
missioners, has decided to hold 4 “4 
ther hearing in Chicago, at the nd 
gress hotel, Dec. 7, according to a0. 
nouncement made by William M. x“ 
coran, actuary of the Connecticut - 
partment, who was appointed chairm 
of the committee. This hearing pl 
granted at the request of several or 
in the west who found it imposs! 
attend the New York meeting. 
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SPRINGFIELD LIFE INSURANCE COMPANY 


A Mutual Legal Reserve Life Insurance Company Incorporated 
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S SPRINGFIELD LIFE INSURANCE COMPANY 


A. L. Hereford, President 
Springfield, Illinois 


George Hawkins, Supt. Agencies 
Springfield, Illinois 
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Are You Planning to Move? 


Insurance companies, branch offices, and general 
ents will find a real office home here, whether 
thay want epace in large or email units. 


Location, equipment and service unsurpassed. 


William S. Pye, Manager 
Room 1243 








Phone: Franklin 4850 
































COLDWATER 
and 
HILLSDALE 


Nee Detroit Life Insurance Company seeks ade- 
quate, competent life insurance representation 
in Coldwater and in Hillsdale. This Company is 
among the leading producers of business in this 
state. It offers highly profitable contracts, all legal 
reserve policies and the best service obtainable in 
Michigan. 


Address M. E. O’Brien, President, or Homer Guck, 
Assistant, 2210 Park Avenue, Home Office building 


Detroit Life Insurance Company 
Detroit, Michigan 




















POLICY ASSIGNMENT 
DECISIONS ANALYZED 


J. E. Nugent Gives Word of Cau- 
tion on Recognizing 
Requests 


NO SAFE RULE POSSIBLE 


Presents Paper at Association of Life 
Insurance Counsel Meeting in 
York York This Week 


NEW YORK, Dec. 3.—J. E. Nugent, 
National Fidelity Life of Kansas City, 
presented a paper at the meeting of the 
Association of Life Insurance Counsel 
here this week on some obligations and 
rights incident to assignment of a life 
insurance policy where the assignment 
is absolute in form but the company has 
reason to believe that it is given as col- 
lateral security for a loan. Extracts 
from Mr. Nugent’s paper follow: 


“The right of the assignee to collect 
and receive the proceeds after maturity 
is a simple question. Here the company 
need not investigate whether the assign- 
ment is absolute in fact or given for 
collateral security. It is well settled 
that in either event the assignee is en- 
titled to receive the entire proceeds of 
the policy, in the absence of an affirma- 
tive showing of insolvency, fraud or 
similar disqualification of the assignee. 

“In Clark vs. Equitable Life, 133 Fed. 
Rep. 817 1. c., the rule and its single 
qualification is clearly stated as follows: 
Before the possessor of a residuary in- 
terest has a right to control or in any 
way interfere with the collection of an 
insurance policy assigned, with the as- 
sent of the company, for a bona fide 
loan, he must allege the insolvency of 
the assignee, or fraud committee or 
about to be committed by him, or some 
other substantial reason; otherwise the 
assignee may enforce the collection of 
the security to the full amount, holding 
any surplus, after payment of the loan, 
advance premiums, and assessments, for 
the persons equitably entitled thereto. 


When Options Are Exereised 


“When and to what extent an assignee 
for security can exercise the options of 
the insured presents a more difficult 
question. The decisions are few and 
not harmonious; in some cases the point 
is assumed and not decided, and in other 
cases the juridical facts are not stated. 
The determination of the right of the 
assignee to surrender the policy and to 
receive its cash surrender value or to 
receive a paid up policy or a policy 
providing for term insurance depends 
upon various considerations. In the 
first place, the policy must be read and 
its terms construed to find out whether 
the assured himself could have exercised 
the option. The assignment must be 
carefully read to determine whether it 
expressly or impliedly authorizes the 
exercise of the option by the assignee, 
and in some instances, the interests of 
the beneficiaries are involved, which may 
necessitate the determination as to what 
beneficiaries are living or dead at the 
time the option is sought to be exercised. 


Held a Right Personal 


“In some cases the right to exercise 
the options has been held a right per- 
sonal with the insured, which he could 
not assign. Thus, where a policy pay- 
able to the insured’s wife and children 
contained a provision that at the end 
of ten years from the date of the policy, 
or at the end of each period of five years 
thereafter, the insurer would pay to the 
person or persons designated in the ap- 
plication a cash surrender value, and 
where the insured was designated in the 
application as the person entitled to the 





cash surrender value, it was held thy 
a mere power to take the surrend 
value was given to the insured, whig 
he could not transfer to another, ay 
that an assignee of the policy therefog 
could not exercise the option. (Mog 
vs. Connecticut Mutual, 134 Ky. 24 
119 S. W. 792.) 


Could Not Assign Option 


“The same court in Townsend 
Townsend, i127 Ky. 230, 105 S. W. 9x 
held that one who had insured his liz 
for the benefit of his children by a pd. 
icy giving him an option after a certaj 
period to surrender the policy for ix 
cash surrender value could not assig 
the option to a creditor. In the Tow. 
send case the insured in the assignmer 
specifically authorized the assignee tp 
collect the cash value of the policy, an( 
the clause of the policy in regard to th 
cash surrender value was quoted in the 
assignment. In that case the policy pro. 
vided for payment to the wife of th 
insured, and in event of her death prior 
to the death of the insured, to the chil. 
dren of the insured. Prior to the assign. 
ment the insured’s wife had died, he 
children had died, the insured had mar- 
ried again, and there was living one 
child of the second marriage. It further 
appeared that the policy in that case con- 
tained no reservation of right to change 
the beneficiary, and the court held tha 
the vested interests of the beneficiarie 
could be divested only by a proper ex 
ercise by the insured of his right to 
surrender the policy and receive its cash 
value. 

Policies Worded Peculiarly 


“It should be noted that in the two 
foregoing cases the policies were pect- 
liarly worded in that they confined the 
right to terminate the policy by taking 
in cash its surrender value to the in- 
sured alone, thereby making the sur 
render privilege one purely personal to 
the insured, which could not be assigned 
to or vested in another. It is upon this 
peculiarity that the Kentucky court dis- 
tinguishes these two cases from their 
decision in a later case, where the right 
to the surrender value was held to pass 
to an assignee for security. In the later 
case where the insured and his wife as- 
signed as collateral a policy payable to 
the wife if she survived him, otherwise 
to him, and providing for a cash sur- 
render value to be paid on a surrender 
of the policy fully receipted, it was held 
that the assignee was entitled to obtain 
the cash surrender value. (Mutual Ben- 
efit vs. First National Bank, 160 Ky. 
538, 169 S. W. 1028.) 


Brought Suit on Note 


“In this case the assignee did not ap- 
ply to the insurance company for the 
cash surrender value, but brought a sult 
on the note, and also to subject the col- 
lateral held by it as security for the 
note to its payment and the amount ol 
the cash surrender value of the policy 
was alleged in the petition, which amount 
the bank by reason of the pledge and 
assignment claimed the right to collect 
and apply on the payment of the note. 
But the principle involved is the same 
where the assignee applies to the com- 
pany for the surrender value, where he 
has obtained the right after default either 
by foreclosure or by the terms of the 
assignment. 

“The principle derived from these 
cases seems to be that in the absence 
of some special wording of the policy 
restricting the right to the cash sur 
render value to the insured alone, that 
such right may be delegated by way % 
assignment. Whether the assignee ™may 
be entitled to the full exercise 0! the 
right depends upon other considerations. 


Right to Exercise Options 


“Sometimes the assigninent expressly 


confers upon the assignee the right 
exercise the options or is so broad 
its terms that it can be construed ° 
confer such right. In such case there e 
no difficulty. Thus, in Palmer vs. heed 
tual Life, 77 N. Y. Supp. 869, W " 
a policy was assigned to the insurer ¢ 
collateral for a loan by an instrumet 
authorizing the assignee on default 
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cel the policy and apply the sur- 
iader value to the payment of the debt, 
was held that the assignee had the 
cht, as in the case of any pledge, upon 
fault of the payment of the debt to dis- 
ose of or realize upon the pledge, and 
; right to surrender the policy and 
bke its cash value upon default was up- 
jd. In that case the loan was made 
y the company to the insured, the in- 
red authorizing the company without 
otice or demand on default of repay- 
ent to cancel the policy and apply the 
hsh surrender value to the payment of 
is loan, the balance to be paid to the 
sured. 

Conferred Right to Surrender 


“Again in a Kentucky case, where the 
sured by written assignment of poli- 
ies to a creditor as collateral authorized 
e assignee on default in payment of 
he premiums to surrender the policies, 
t was held that he had exercised the 
pption claimed for him as a personal 
privilege, and had thereby given the 
ssignee a right to demand at least a 
paid up policy. In that case all the 
policies were made payable to the in- 
sured, his executors, administrators or 
pssigns, and the assignment provided 
hat the insured was to pay all pre- 
miums, and that if the premiums were 
ot paid, the assignee could elect either 
o pay the premiums or surrender the 
policies and receive their cash value. 
(Planters State Bank vs. Willingham, 
111 Ky. 64, 63 S. W. 12.) 


Cases Are in Conflict 


“Where the right to exercise the op- 
tions is not conferred expressly or by 
implication, the cases are in direct con- 
fict. Some of the decisions lay down 


the rule that an assignee to whom a life | 
insurance policy has been assigned as | 


collateral cannot without foreclosure or 
the written assent of the insured, exer- 
cise any of the options given by the pol- 
icy. Emery vs. Manhattan Life, 179 Ky. 
76, 200 S. W. 19, so holds in a case 
where the assignee attempted to convert 
the policy into a paid up term policy. 
“The same court, in a case where a 
paid up policy was assigned to the in- 
surer itself as collateral by an agree- 
ment providing that the policy was as- 
signed and surrendered to said company 
for cancellation in satisfaction of this 
note and in settlement of the cash sur- 
render value of said policy,’ held that 
on default in payment of the loan the 
company could not at its own option 
and without the consent of the insured 
cancel the policy by calculating its cash 
surrender value as of the date of default. 
It was insisted, however, that the in- 
surer like any other creditor must re- 
sort to a court of equity for the enforce- 
ment of its rights, and that in such 
case the court might decree a cancella- 
tion of the policy, allowing to the in- 
sured its full cash surrender value less 
the assignee’s debt. (Mutual Life vs. 
Twyman, 122 Ky. 513, 92 S. W. 335.) 


Entitled to Cash Policy 


“On the other hand, in Missouri it is 
held that where the assured assigned a 
policy as collateral to a creditor, his 
heirs and assigns, as his interest might 
appear, and the assignment stated that 
it was made to protect and pay certain 
hotes, that on default by the insured in 
te payment of premiums, the assignee 
Was entitled to convert the policy into 
ts cash surrender value or into a paid 
Up policy. In that case the insured was 
are by the assignee that unless he 
S the premiums, the assignee would 

Tward the policy to the company to 
é Converted into a paid up policy, and 

€ court held such action proper. In 
™ Davison, 179 Fed. 150, 25 Cyc. 775- 
i pe the only authorities cited in sup- 
193 be the decision. Bush vs. Block, 

Fe App. 704, 187 S. W. 153.) 
the na Maryland case, it was held that 
= assignee holding the policy as mort- 
ay might surrender it for its re- 
an cage table value as an advantage- 
should. . of foreclosure, but that notice 
surrend € given to redeem before the 
tual nder takes place. (Dungan vs. Mu- 

al Benefit, 46 Md. 469.) 

nder the present state of authori- 
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JAMES W. STEVENS, Founder 


The Ideal Agency Officer 


HE ideal agency officer is one who knows his 
| company from the ground up—thoroughly knows 

and has confidence in his superior and fellow 
officers, and having this information and this intimate 
acquaintance is willing to stand by that company and 
those officers just as loyally and steadfastly as though 
he himself was personally and solely responsible for 
every existing condition and every action taken, 


He must be a sincere man, a man who in his deal- 
ings with agents has the ring of sincerity and fair 
dealing, showing equal favor to all and unequal oppor- 
tunities to none. 


He must be deeply appreciative of the difficulties 
which confront the man behind the rate-book, and 
from the well of his own practical experience and 
knowledge be able to counsel wisely and advise in- 
telligently on all the multitude of big and petty 
problems and disputes which are forever coming up 
in an active agency organization. 


He must be a man of quick and positive decisions, 
and his oral promise once given must be as binding 
as though reduced to writing. 


He must be intimately acquainted, but not grossly 
familiar, with his agents. 


He must be big enough to frankly acknowledge such 
mistakes as he may make, to take upon his own 
shoulders a great part of the blame for an agent's 
lack of success, and so constituted temperamentally as 
to be burdened without irritation with the thousand 
and one little complaints and troubles of the men 
who compose the agency organization. 


In brief, the successful head of an agency depart- 
ment is the “Little Father” of the organization, and 
upon his patience, forbearance and good counsel, and 
the degree of respect and confidence he enjoys of the 
men under him, depends the success and the strength 
of the producing force. 


From address of R. W. Stevens, President, 
Illinois Life Insurance Co., Before Life 
Agency Officers Association, Chicago, 
November, 1925. 


Illinois Life Insurance Co. 


CHICAGO 


JAMES W. STEVENS, Founder 


Greatest Illinois Company 
1212 Lake Shore Drive 
The Illinois Life is The Dean of the Illinois Legal Reserve Companies 

















THE NATIONAL 


UNDERWRITER 


December 4, 19 


=a 





















Come In and See Us 





Fine little Company, The Toledo Travelers of 
Toledo. Our policy holders like us and so do 
our agents. You will like us, too. 


THE TOLEDO TRAVELERS LIFE INSURANCE COMPANY 
TOLEDO, OHIO 








Orson C. Norton, President 



































The MEDICAL LIFE 


Who considers every living person insurable upon 
some basis has just entered Illinois and South Dakota 
and has some very desirable territory open and is 
offering some very attractive Agency Contracts. 





Address inquiries to: 


F. H. Wight, State Agent, 
417 Citizens National Bank Bldg., 


Decatur, Illinois. 
and W. R. Leisure, State Agent, 
P. O. Box, 
Sioux Falls, South Dakota. 
» 
Lid 


ICAL LIFE 


INSURANCE COMPANY OF AMERICA 
WATERLOO IOWA 


I. G. LONDERGAN 
Vice Pres. & Gen’ Mgr. 

















We have opportunities for Agents in 
Arkansas, Illinois and Iowa 


International Life & Trust Company 
Home Office: MOLINE, ILLINOIS 











IF YOU ARE STRONG ENOUGH TO STAND ALONE 


Secure a contract with California State Life and receive the full com- 
mission on your business without reduction to take care of the expenses 
of superintendence and losses from advances to weak salesmen. 
Exceptional-opportunities for capable, experienced salesmen. Attract- 
ae — year commissions and liberal renewals. References required. 
© advances. 


Write to: 
J. R. Kruse, Vice-President 


CALIFORNIA STATE LIFE 


Sacramento 








NATIONAL UNDERWRITER WANT ADS ARE RESULT GETTERS 





ties, it is difficult to outline a safe rule 
of conduct for the insurer, when re- 
quested by an assignee for security, to 
permit the exercise of the options in the 
policy. Where the assignment is abso- 
lute, or where the assignment expressly 
or by reasonable construction author- 
izes such exercise by the assignee, the 
company’s chief concern will be limited 
to the protection of vested interests of 
others, if any there be, under the policy, 
and to the determination of the ques- 
tion as to whether or not the exercise of 
the option is personal to the assignor. 

“But where the assignment is by way 
of security, and does not expressly or 
by its comprehensive terms confer such 
right, the insurer must move with cau- 
tion. Under the law of pledges, upon 
default by the pledgor, the pledge must 
either foreclose the pledge by court ac- 
tion or sell the pledged property by a 
legal sale, and purchase the same, before 
he can assume the rights of absolute 
owner. And the same rule seems to be 
applied to assignments of insurance for 
collateral security, with the exception of 
the 179th federal, the 193rd Missouri 
appeal and the 46th Maryland. And 
even the Maryland case requires that 
notice to redeem be given the insured 
before surrender of the policy, while 
in the Missouri case, the insured was 
given timely notice that upon his con- 
tinued failure to pay the premiums, the 
assignee would convert the policy into 
paid up insurance. 


Prerequisites Were Present 


“In all the cases, with one or two ex- 
ceptions, where the right to exercise 
the option was allowed or confirmed, 
there was present or required one of 
the following prerequisites: A prior no- 
tice to the assignor to redeem; a prior 
notice to the insured to keep the policy 
in force, in default of which the assigned 
would surrender the policy; a prior ac- 
quisition of the policy by court fore- 
closure or sale as in ordinary pledges of 
personal property, or consent of the in- 
sured to the exercise of the option, either 
at the time of its exercise or by author- 
ity, express or by construction, in the 
assignment. 

“We can only conclude that when the 
insurer is called upon to recognize the 
assignee as absolute owner in connec- 
tion with an assignment absolute in form 
but thought to be for collateral security, 
his only safe course is to require a show- 
ing that the assignee has acquired own- 
ership of the policy by foreclosure or 
proper sale, or to secure the consent of 
all parties whose legal rights under the 
policy would be jeopardized or lost by 
the exercise of the option.” 


LIFE PRESIDENTS IN 
ANNUAL CONVENTION 


(CONTINUED FROM PAGE 3) 


morning on the “Next Job in Preventive 
Medicine.” What Dr. Dwight says 
always attracts attention. Haley Fiske, 
president of the Metropolitan Life and 
one of the big executives of the country, 
will give a sort of historical review of 
50 years of life insurance tomorrow 
morning, hitting the high spots and tell- 
ing the main events that have been out- 
standing during the half century. 


W. R. C, Kendrick Will Talk 


Life insurance officials will have the 
opportunity of hearing from the newly 
elected president of the National Con- 
vention of Insurance Commissioners, 
W. R. C. Kendrick of Iowa, who is on 
the program for Friday. Friday might 
well be termed “Life Insurance Day.” 
All the subjects center about some phase 
of life insurance work. At the close of 
the business session on Friday after- 
noon, there will be the memorial address 
in honor of the late Job E. Hedges, gen- 
eral counsel of the Life Presidents’ 
Association, to be given by President 
Edward D. Duffield of the Prudential. 


Address of Chairman Law 
William A. Law, chairman, opened the 


convention this morning with a keynote 
address in which he stated that the gen- 
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eral topic for the meeting is “Ty 
Underwriting of a New Era of Am. 
ican Progress.” Mr. Law gave soy 
Statistics showing the growth of §& 
insurance. He said that figures py 
sented by 166 life insurance compan 
having in force 94.6 percent of all ingy. 
ance outstanding in the United Stay 
legal reserve life companies, indicated, 
new record will be established by a toy 
production of $15,400,000,000 of new ». 
surance paid for this year, an increa 
over 1924 of over $2,000,000,000, a giis 
of 16.7 percent. President Law said thy 
the growth has not been in volum 
alone, but has been accompanied by, 
broadening of beneficial provisions, jy 
greater liberality of contracts and 
new phases of service. Wasteful cop. 
petition has given way to wise cooper. 
tion and today there exists among thoy 
vigorously competing life insurance cop. 
panies the most cordial and ration 
interchange of experience, informatin 
and methods. The policyholder } 
America receives more for his premiu 
payment today than ever before. 


Huntington Was a Speaker 


Robert W. Huntington, president Co». 
necticut General Life, spoke on th 
investment feature of life insurance as; 
service to the nation. He presente 
tables and charts showing the growth 
of insurance funds of the country fron 
$3,881,260,000 in 1911 to $10,381,108,0H 
at the present time. President Hunting. 
ton gave an interesting analysis of th 
distribution of investments in variow 
types of securities and also presented: 
chart showing the ratio of investment 
to reserve in various sections of th 
country, ranging from 46.7 percent i 
New England to 250.6 percent in the 
west north central states. 


Speaks on Legislation 


Thomas I. Parkinson, vice-president 
Equitable of New York, presented : 
paper on “Legislative Contribution t 
Progress.” He gave a history of legs 
lation affecting life insurance and noted 
with satisfaction the reduction in the 
number of irresponsible insurance pro- 
posals and the growing tendency on the 
part of legislatures to look to respor 
sible insurance officials for guidance in 
the development of insurance laws. He 
urged the necessity of more whol 
hearted cooperation with congressional 
committees seekine information to gov- 
ern the drafting of bills and making 0 
recommendations and pointed to the 
federal reserve law as a good illustration 
of legislation which private interests 
finally determined was desirable and u- 
avoidable and which they thereupo 
helped to make it as effective as pos 
sible. 

Traces Canada’s Growth 


Sir John Willison, president of the 
Municipal Bankers Corporation °% 
Toronto, gave a very interesting address 
on “The Rise of Canada” showing the 
remarkable development that has taken 
place in that great country within the 
past few years and is taking place # 
the present time. He prophesied that 
with the limitation of immigration ™ 
the United States, there would be a ttt 
mendous growth in population of Canada 
from the overflow of England. In fatt 
the British government is encouragig 
immigration to the Dominions 4 # 
solution of unemployment and surP 
population problems. He also show? 
how Canada is coming to the fore ® 
manufacturing and especially in agricu’ 


ture. 
Interest in Railroads 


Carl R. Gray, president of the Uses 
Pacific System, spoke on “Railrow 
Health a National Asset.” This_% 
topic in which life insurance ° on 
are especially interested, for as Mr. 
said, “In no _ other assemblage 
America could an equal number = 
represent such an aggregate 
investment. Fifty-two life insurase 
companies, representing 93 perce » 
the total admitted assets of all en 
surance companies in the United shoe! 
in 1924 held $2,109,621,000 of a 
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securities, representing over 21 percent 
of their total admitted assets.” 


Optimistic for Future 


President Gray said that a review of 
the holdings of life insurance companies 
in American railways shows the ultra 
conservatism and careful discrimination 
constantly exercised in selection by men 
who properly regard themselves as 
fiduciaries. He said that railroad securi- 
ties represent such an enormous reser- 
yoir for investment that they should 
always be a preferred investment for life 
insurance companies, and that conse- 
quently their welfare is of vital impor- 
tance to the life insurance company. 
President Gray spoke of the various 
problems facing the railroads. He is 
very optimistic of the future of the 
American railroads. He does not fear 
excessive competition from other forms 
of transportation. He said that the 
greatest development in motor bus com- 
petition has already taken place so far 
as it comes in competition with rail- 
roads, as most of the improved roads are 
those which run parallel to the railroads, 
following the shortest distance from one 
city to another, and that consequently 
as other roads are improved and bus 
facilities extended, they will be lateral 
rather than parallel and will act as feed- 
ers to the railroads instead of compet- 
itors. Even the development of inland 
waterways is not likely to prove a seri- 
ous competitor. Mr. Gray said that the 
public has mever been so _ friendly 
towards railroads as it is at present, and 
that legislatures as well as the Interstate 
Commerce Commission are in a frame 
of mind to give the railroads a square 
deal. The railroads in turn are giving 
‘better service than ever before for both 
passenger and freight traffic. 


Discusses State Administration 


Angus W. McLean, governor of 
North Carolina, spoke on “Improved 
Methods in State Administration.” He 
showed how the old colonial form of 
organization lacked the facilities for 
coping with the modern problems that 
have developed with our changing social 
and economic life. He said that it is 
only recently that constructive states- 
manship began to force popular appreci- 
ation of the truth that while the 
multitude of things which the govern- 
ment was called on to do and the in- 
creasing magnitude of its fiscal opera- 
tions were such as to make it a vital 
factor in the activities of every home and 
business, the system of government in 
force in most jurisdictions was created 
for the purpose of dealing with the 
simple functions required of govern- 
ment in our early. history. Then came 
the realization that to attempt to run 
modern government with the machinery 
and methods adapted to colonial days 
is as absurd as to attempt to manage a 
large business enterprise, according to 
the practice of operating a country store 
50 years ago. He showed how construc- 
tive changes have taken place in his 
Own state in recent years as an example 
pg general modernizing of govern- 

nt. 


Canadian Officers Elect 


At the annual meeting of the Canadian 
fe Officers Association at Toronto re- 
cently, Charles Ruby of the Mutual Life 
¢ Canada was elected honorary presi- 
ent and C. S. McDonald of the Confed- 
ration Life, president. T. G. McCon- 
ty, Canada Life, was elected first vice- 
President; T. A. Dark, Excelsior Life, 
second vice-president; H. R. Stephen- 
son, Crown Life, honorary secretary; G. 
- More, Imperial Life, auditor; W. H. 
eaten te, Mutual Life of Waterloo, 
age The executive committee con- 
Lif. -«, & Ferguson, Great West 
¢; E. J. Maciver, Prudential; R. A. 
annings, Royal of Montreal; H. W. K. 
Lit ¢, Sun Life; F. S. Kumps, Dominion 
Line’ J. B. McKechnie, Manufacturers 
yy p iddresses were given by Presi- 
lie; E. Reid, Dr. F. G. Bantling, Sir 
on m Mulock, chief justice, and gen- 
Herel 'e, - i Sanaa, and Alfred 
, anadian, who i ice- i- 

ent of the Prudential. eee 


GOES TO STOCK BASIS 


AMERICAN RESERVE’S CHANGE 





Omaha Company Will Have Authorized 
Capital of $250,000 and $62,500 
Surplus 





At a meeting of the policyholders of 
the American Reserve Life of Omaha 
last week, the members unanimously 
approved the changing of the company 
from a legal reserve mutual to a legal 
reserve stock. This change was con- 
templated when the company was or- 
ganized about a year ago. 

For the next 60 days the policyhold- 
ers will have the right to subscribe to 
their proportionate share of the capital 
stock of the company. The authorized 
capital is $250,000, half of which will 
be subscribed for and paid in at this 
time at $15 per share of par value of 
$10, establishing a paid in surplus of 
$62,500. 

The company has gradually organized 
an excellent agency force, consisting of 
39 agents throughout Nebraska and 
business is now coming in at the rate 
of over $100,000 a month. 


Has Good Financial Backing 


This company has excellent financial 
backing as well as control of manage- 
ment through its board of directors. The 
officers and directors are Raymond F. 
Low, president; T. L. Davis, vice-presi- 
dent; Walter B. Roberts, secretary- 
treasurer. The directors, including the 
above, are A. C. Potter, E. E. Elliott, 
Samuel Rees, E. A. Creighton, W. D. 
Hosford, Joseph Barker, Samuel W. 
Reynolds and George B. Thummel. 

On changing to the stock basis, the 
company will discontinue participating 
insurance with the exception of one new 
special policy. 

This special policy is a combination 
of a 20-year term and a pure endow- 
ment and at the end of 20 years the in- 
sured has the option of paid-up insur- 
ance or a liberal cash settlement. The 
only non-forfeiture value is a premium 
loan feature, which tends to keep the 
insurance in force. This contract has a 
special participation clause, giving the 
insured the same percentage of divi- 
dends on his annual premium that the 
stockholders receive on their stock hold- 
ings. In consideration of the low origi- 
nal rate, coupled with this dividend 
clause, the company thinks this policy 
should be attractive. 


PAN-AMERICAN MEN GATHER 
Direct Advertising Campaign Will Be 
Instituted During 1926—Beard 
Agency Well Represented 


The Pan-American Life of New Or- 
leans held its annual agents convention 
at its home office city last week. Those 
in attendance were its agents who had 
qualified for enough business to pay their 
expenses, the quotas running from $100,- 
000 to $150,000. 

There were 450 in attendance at the 
banquet held Thursday evening. 

Addresses were made by the officers 
of the company and by a number of 
general agents and prominent solicitors 
who had made a good record. 

It was announced at the meeting that 
the company will enter into a direct 
advertising campanign next year, send- 
ing advertising matter to names pre- 
sented by agents, each agent to follow 
up with a personal solicitation the direct 
mail matter. 

The Robert H. Beard agency of Chi- 
cago was well represented with 23 mem- 
bers who made the trip to New Orleans 
in a special car. Two of them spoke at 
the meeting, G. A. Benneche discussing 
the endless chain method and J. S. 
Miller talking on the five-point policy. 

The Beard agency is going strong, the 
agency having produced $450,000 in life 
insurance the first 15 days of November. 
Twenty-five agents of the company pre- 
sented complimentary policies on them- 





selves to General Agent Beard. 








The Peak Load 


To maintain his maximum Peak Load of production, 
and thus derive the utmost income from his work, the 
Fieldman needs every reasonable Home Office aid—quick 
decision on applications, quick issuance of policies, quick 
handling of beneficiary changes, quick making of loans, 
and, above all else, immediate payment of death claims. 
Add to these a comprehensive Sales Help Service, such as 
Home Office publications and literature. 


This Company is unexcelled in these various services. 
And it is constantly making improvements. 


__ We have places for men and women who are content 
with nothing less than the best in life insurance. 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 


Organized 1847 

















THE OLD LINE 


CEDAR RAPIDS LIFE 
INSURANCE CO. 


A Good Western Company 





Up-To-Date Policies Liberal Contracts 
Good Opportunities in 
lowa, South Dakota, Minnesota, Nebraska 


Cedar Rapids 


lowa 

















if If 
Territory does make a difference You are a producer 

if If 
Giese cooperation is necessary You believe in yourself 


If If 
A friendly interest is needed You want a REAL jeb 


Write er wire 


S. M. GROSS, President 


OLUMBIA LIFE 
INSURANCE COMPANY 
Cincinnati, Ohio 
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LIFE INSURANCE COMPANY OF VIRGINIA 


RICHMOND, VIRGINIA 
ORD 


RIAL Policies from $12.50 to $1,000.08 
premiums e 
CONDITION ON DECEMBER Bi. 1906 





SR a 


JOHN @. WALKER, 
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PUBLIC LIFE 
INSURANCE 
COMPANY 


Chi Illinoi 


Assets over $725,000.00 
Unassigned funds over $350,000.00 


Top Ist year and Renewal Commissions 
for Brokers’ Business 


Any amount up to $100,000.00 
Same Rated for All 
and Female 


1 Standard and Substandard Business Accepted 
Service you can depend upon 


No Color Line. 
M 


$2,000.00 Non-medical to age 50 





Home Office—1400 W. Washington Blvd. 
Agency Office—108 S. La Salle St. 


ALFRED CLOVER, President 














MINNESOTA 
NEBRASKA 


Unusually attractive General Agency 
contracts, direct with the Heme Offfice, are 
now available in Minnesota and Nebraska. 

Non-participating life, group, salary de- 
duction and accident and health insurance. 

The Company showed a gain of over 50% 
in insurance in force last year, its twelfth 
year. There is a reason. 


Write 
GEM CITY LIFE INSURANCE COMPANY 


I I. A. Morrissett, Vice Pres. 
DAYTON, OuIO 
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” IS SLOGAN 


PREPARING FOR CONVENTION 


“PLAN NO 





Convention Savings Club Plan Advo- 
cated to Enable Attendance At 
Big Meeting 





PHILADELPHIA, Dec. 3.—‘Plan and 
prepare now for pleasure and profit” is 
the slogan devised by the publicity com- 
mittee of the Philadelphia Association 
of Life Underwriters in conection with 
its ingenious Convention Savings Clubs 
Plan which it recommends for adoption 
by members of local associations to 
make sure their attendance at the Na- 
tional convention to be held in At- 
lantic City September 15-17, 1926, under 
the auspices of the Philadelphia Asso- 
ciation. 

The convention savings clubs plan 
anticipates easy monthly payments to 
the secretary or treasurer of local as- 
sociations making sure of attendance at 
the national convention for members 
of such associations and many are al- 
ready enrolling. 


Committee in Atlantic City 


= 

“The Big Five” from Philadelphia 
held to be largely responsible for a 
record attendance at the 1926 Conven- 
tion are F. G. Pierce, Connecticut Gen- 
eral, chairman; J. W. Clegg, Penn Mu- 
tual, immediate past president of the 
National Association, vice chairman; 
Jack Berlet, Guardian Life, chairman of 
publicity; F. G. Woodworth, John Han- 
cock, chairman of attendance and regis- 
tration; and George E, Otto, Equitable 
of New York, national committeeman. 

“The Big Five” spent several days 
in Atlantic City last week “scooping” up 
ample hotel accommodations for the 
thousands who will attend. Atlantic 
City has a group of hotels so wide in 
range that they fit in with practically 
every size pocket-book. 

Atlantic Citv has much to offer in the 
way of amusements—fishing, bathing, 
boating, golfing, motor touring, etc. 

Philadelphia, only an hour awav, has 
much to offer of historic and sight see- 
ing interest. The World Sesqui Cen- 
tennial Exposition is to be held there 
during 1926. This will be an added at- 
traction. 

It is planned that the exposition will 
have a large institutional exhibit devoted 
to legal reserve life insurance, in which 
most of the companies of the country 
will participate. All underwriters will 
want to see this. 

Philadelphia has the home offices of 
several insurance companies, which will 
alone insure an increased attendance. 
Since the convention is largely edu- 
cational and inspirational, one measure 
of its success is the attendance which 
may be secured. 


COOPERATION IS THEME 
OF ST. LOUIS MEETING 


(CONTINUED FROM PAGE 5) 


ance calls for the depositing of small 
sums either annually, semi-annually, 
quarterly or weekly until a considerable 
sum is realized for future years. 

In this connection he called attention 
to an insurance man in Cleveland who 
sells $1,000,000 annually by using the 
simple approach of asking prospects 
whether they have made a will. When 
the answer is “No” this agent then tells 
the story of estates that have disap- 
peared through failure to make wills 
and in the course of the past few years 
has induced many people not only to 
make wills but to create trusteeships 
for the administration of their estates 
by trust companies. 

At this point he recalled a statement 
made by Franklin W. Ganse of Boston 
at the national convention in Kansas 
City, which he said he regarded as most 
completely expressing the functions of 
life insurance and systematic saving for 





the creation of estates. Mr. Ganse said; 
“Financial institutions take principal to 
create interest; life insurance takes in. 
terest to create principal.” 

He expressed the hope that insurance 
men and trust companies everywher 
would cooperate for their mutual bene. 
fit; one to create estates, the other to 
administer them. 

Judge Henning’s Talk 


Judge Henning in opening his re. 
marks also took up Mr. Oliver's tele. 
gram and expressed the belief that many 
present had failed to grasp the full sig. 
nificance of it; namely, that many men 
fail to properly provide for the future 
welfare of their wives and children 
through life insurance, thus forcing them 
to become charity wards. 

He told how the trust companies and 
national banks of St. Louis are work. 
ing to build up life insurance created 
estates, and stated that his own bank, 
whenever a man comes in for a loan, to 
discuss the making of a will, etc., always 
takes up the question of insurance to 
ascertain whether the client is properly 
protected. He read a list of some large 
estates administered in St. Louis in re. 
cent years, calling attention to woeful 
lack of insurance for the protection of 
the estates. In several instances there 
was no insurance and in others all in- 
surance was payable to a specific per- 
son, not being available to meet the 
debts and taxes due from such estates. 

When Judge Henning concluded, 
President Jones took a poll to ascertain 
how many of those present would pledge 
themselves to endeavor to get at least 
one person to make a will and create a 
trusteeship before the end of this year 
Practically every agent present pledged 
himself to do so. 


WILL TAKE UP NON-MEDICAL 





Grange Life of Lansing Joins List of 
Companies That Are Writing Busi- 
ness Without Examination 





LANSING, MICH., Dec. 3.—The 
Grange Life of this city has joined the 
ranks of companies prepared to write 
a non-medical policy, it was announced 
this week by P. Hull, president. 
Necessary supplies for starting out on 
the new venture are expected this week 
end, with their receipt, picked agents 
of the company will be authorized to 
offer the new type of policy. : 

Mr. Hull said that the company’s in- 
quiry into the subject disclosed non- 
medical writing as workable and saie, 
when conservatively administered, and 
its possibilities for more easily acquired 
business were deemed a_ considerable 
asset. For the time being, only a se- 
lected agent personnel will be allowed 
to handle this type of policy, however, 
as officers of the company believe that, 
improperly handled, the scheme might 
have serious drawbacks. 

The only change in the standard 
policy, Mr. Hull said, to conform to the 
new plan will be in making the policy 
contestable for two years rather than 
one as under the present medical ex- 
amination policy. Mr. Hull looks for 4 
large production under the new plan, 
with considerably more policies of the 
non-medical than of the old form _writtea 
in the future. A $2,000 policy for met 
between the ages of 15 and 45 and $1,000 
for women, between the same ages, 
offered. The non-medical feature will 
be permitted in all underwriting excep! 
on term business, Mr. Hull said. 


Set Billion as Goal 

The 50th anniversary of the Bankers 
Life of Iowa will take place in 1929 an¢ 
the company expects to celebrate by 
announcing its arrival in the select class 
of billionaire life insurance companies. 

The Bankers Life had over $750,000 
000 of life insurance in force at the caw 
of 1924, and the total at the close © 
1925 will be approximately $850,000,000. 
The increase this year shows that the 
company is growing at a rate which wl 
enable it to reach the billion dollar class 
in 1929, officials of the company believe 
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ILLINOIS MEN HOSTS 


PICK IRELAND TO OFFICIATE 

Illinois Director of Trade and Com- 

merce Will Be Master of Ceremo- 
nies at Commissioners’ Banquet 





Clifford Ireland, director of trade and 
commerce of Illinois, will act as master 
of ceremonies at the banquet to be 
given by Illinois legal reserve compa- 
nies to the members of the National 
Convention of Insurance Commission- 
ers which will hold its midwinter meet- 
ing at the Congress hotel in Chicago, 
Dec. 8-10. 

The banquet will be an unusual af- 
fair in that there will be no prepared 
program. Mr. Ireland will probably call 
on a number of those present to speak. 
Several interesting entertainment fea- 
tures have been provided. 


Eureka-Maryland’s Campaign 


Total business written by the Eureka- 
Maryland Assurance during the annual 
autumn ordinary campaign amounted to 
nearly $3,000,000, and was one of the 
most successful in the history of the 
company as well as the class of busi- 
ness which was written. Results of the 
campaign in the various departments and 
divisions of the company follow: Ordi- 
nary department, $1,260,710; northern 
division, $1,001,325; southern division, 
$542,700; group department, $7,750; 
grand total, $2,812,485. 


Speeds Up Big Policy 


The Missouri State Life is believed to 
have set a record in the speed in put- 
ting through a $500,000 application re- 
ceived from .the Marion Rich general 
agency of Columbia, S. C., in November. 
The application, which had to travel 
more than 1,000 miles to reach the 
home office, left the Rich agency Nov. 
13 and did not reach St. Louis until 
Nov. 16. Inspection reports arrived 
Nov. 18. 

On the afternoon of Nov. 20 the policy 
had traversed the intervening miles and 
was in the Marion Rich agency for 
delivery. The $500,000 transaction was 
completed within seven days, and four 
days of that time were consumed by 
the mails. 

So enthusiastic was Mr. Rich with 
this quick service he shot through two 
more applications for a total of $500,- 
000 the day the big policy arrived. 


Study of Salesmen’s Expenses 


The traveling salesman’s expense ac- 
count has been made the subject of a 
report by the Policyholders’ Service Bu- 
reau of the Metropolitan Life. ‘“Meth- 
ods of Handling Salesmen’s Expenses” 
is the title of this pamphlet, the fifth 
ot the bureau’s series on management 
methods. 

By drawing upon the successful ex- 

Periences of representatiye companies, 
the report endeavors to define “legiti- 
mate” expenses, explains the methods 
employed to control and reduce travel- 
ing expenses, and to verify the various 
items. A section of the report is de- 
voted to expenses incurred in the opera- 
tion of automobiles. Charts are included 
in which the forms used by several com- 
panies are reproduced. 
_ Interested executives may obtain cop- 
les of the report by writing direct to 
the home office of the Metropolitan in 
New York. 


“Ad” Conference in Philadelphia 


The next session of the Insurance Ad- 
vertising Conference will be held in 
Philadelphia in June. Clifford Elvins, 
advertising manager of the Imperial 
Life of Toronto, is chairman of the pro- 
sam committee. 

he conference, in view of the Sesqui- 
€ntennial and other activities incident 
thereto, is making early preparations for 
its summer convention, and plans are 





already under way. It is thought that 


by making an early start and laying a 
solid foundation, at least 200 or 250 per- 
sons will be in attendance. 





Takes Agents to Home Office 


Frank M. See, who was appointed 
general agent of the Union Central at 
St. Louis early in October, when he 
visited the home office last week took 
with him seven agents and prospective 
agents and his cashier. The home office 
contact and inspiration made the trip 
enjoyable and profitable for them. 








Group Cover for Reliable Staff 


Heeding the advice they are accus- 
tomed to give to others, employes of the 
Reliable Life & Accident of St. Louis 
have joined with their employers in ac- 
quiring protection through a group pol- 
icy placed by C. E. Magner, Prudential 
superintendent in that city. 

The group policy provides protection 
for 122 men and women in amounts vary- 
ing from $1,000 to $2,000, according to 
salary received. It involves a total cov- 
erage of about $218,000, and is issued on 
the contributory plan, with the workers 
and the Reliable sharing in the payment 
of the premiums. New employes will be 
eligible immediately upon enrollment. 








Fred A. Snyder of the New York Life 
Agency at t. Paul, Minn., was the 
speaker at the meeting of the Account- 
ants Forum held Nov. 30 

















HOME LIFE INSURANCE COMPANY 
OF AMERICA 
Incorporated 1899 


PROTECTS THE ENTIRE FAMILY 


Home Life Agents have a whole family of poten- 
tial policyholders back of every door bell. Policies are 
issued on both industrial and ordinary plans from birth 
to sixty years next birthday. 


“THERE IS NO PLACE LIKE THE HOME” 
“THERE IS NO COMPANY LIKE THE HOME” 


INDEPENDENCE SQUARE PHILADELPHIA, PENNA. 

















Do your fellow agent a good turn—get him ac- 
quainted with The National Underwriter, the real 
insurance newspaper. 











nothing. 








Our Agents Have 


A Wider Field— 
An Increased Opportunity 
Because We Have 


Age Limits from 0 to 60. 


Policies for substantial amounts (up to $5,000) for Children on 
variety of Life and Endowment plans, thus enabling parents to 
buy all of the Family’s insurance on the Ordinary, i.e. Annual, 
Semi-annual or Quarterly Premium plan. 


Participating and Non-Participating Policies. 
Same Rates for Males and Females. 


Double Indemnity and Total and Permanent Disability features 
for Males and Females alike. 


Standard and Substandard Risk Contracts, i. e. less work for 


We have openings in Ala., Ariz., Ark., Dela., D. C., Fla., Ga., IIL, 
Ia., Kans., Md., Mich., Minn., Miss., N. M., N. C., Okla., 


S. D., W. Va., Wyo. 


THE OLD COLONY LIFE INSURANCE COMPANY 
of CHICAGO, ILL. 


B. R. NUESKE, President 


The Company has its Home Office in its own building at 166 W. Jackson Bivd., running 
through to Quincy and Wells Streets, right in the heart of Chicago’s Financial district. 
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Place for Government and Business 


INSURANCE men were greatly interested 
in the address of President CooLipce in 
New York City before the New York 
State CHAMBER OF ComMMERCE. What he 
had to say about government and busi- 
ness was listened to very attentively, in- 
asmuch as a conference has been called in 
Washington, D. C., for early next week 
by a group of business activities, to pro- 
test against the encroachment of the gov- 
ernment on private enterprise. 

Even in this country where our system 
of government is not paternalistic and the 
individual is given free play for the de- 
velopment of his own resources there are 
certainly dangerous tendencies noted from 
time to time because bureaucrats are eager 
to create jobs. These offer the opportunity 
for a stronger political machine. The in- 
dustrial organizations that are to meet in 
Washington undoubtedly feel that those 
responsible for the government should not 
be misled or deceived but that public 
opinion should be emphatically expressed. 

President CooLmnce in his New York 
address declared that the government was 
committed to the task of leaving business 


The Widow’s Investment 


Unper the above caption ELwoop Ltoyp, 
financial editor of the Los Angeles “Eve- 
ning Herald,” in a recent issue of that 
paper outlines some of the ways in which 
widows lost estates left to them by their 
husbands. This information is of espe- 
cial value to life underwriters who are 
specializing in the sale of life income 
insurance. Mr. Lloyd says: 

The widow has many advisers ready to 
assist her in “investing’’ her fortune. 
When the period of full mourning is past 
and the estate has come into her hands 
there is no shortage of persons with 
plans for the disposal of her money. 

It is unfortunate that the majority of 
husbands do not find the time to school 
their wives in the handling of finances 
or show them how to distinguish the re- 
liable adviser from the person who is 
merely seeking to take advantage of the 
woman's ignorance in money matters. 

As a general proposition “old friends 
of the family” cause widows to lose 
more money than all other classes of 
persons. In the majority of instances 
the advice these persons give the poor 
woman is given in the best of faith, but 
even good faith is a poor substitute for 
knowledge. 

Some time ago I had called to my 
attention the case of a widow with 
$20,000 to invest, who inserted a want 
ad in a newspaper asking for advice. 
To one insertion of this advertisement 
she received 263 replies. Of this entire 
number 16 were received from reputable 
investment houses and of all the rest 
only four were reasonably sound accord- 
ing to the analysis of a trained financial 
man, 

These were men with undeveloped gold 
mines, who needed but a little more 
money to make the mines productive. 





to its friends. In the expansion of in- 
dustry there will come continued pros- 
perity to all classes. The President did | 
appeal to those who are engaged in true | 


business to aid in a spirit of cooperation. | in 


He said that the privilege seeking type of 
business need expect no mercy. President 
Cootmnce asserted that those who are en- 
gaged in true business and are not seek- 
ing special privilege should not regard the 
government as their opponent and enemy 
but as a vigilant supporter and friend. 
The President called attention to the 
function of government and that of busi- 
ness and declared that there was no rea- 
son why either should encroach on the 
confines of the other. He spoke of the 
unprecedented prosperity now being en- 
joyed. There should be further elimina- 
tion of waste. The government, he said, 
wishes the rightful possessors of the 
fundamental rights of modern business to 
rest in security. It wants any wrongs that 
they may suffer to have a legal remedy 
and it is all the time striving to prevent 
in advance the infliction of injustice to 
any of its citizens. 


There were other men with alluring “in- 
vestments” in oil fields, leases adjacent 
to some of the biggest gushers. There 
were men with income bonds on which 
the interest payments were somewhat 
deferred, but which would begin to pay 
very soon. There were men with stocks 
which they declared to be cheap at twice 
their market value because of the tre- 
mendous impetus the business was due 
to receive almost immediately. 

Many of these advisers were old friends 
of the family—friends who thoroughly 
believed in the things they told the 
widow, but whose faith did not fully 
outweigh their lack of absolute knowl- 
edge concerning the things they tried to 
persuade her were good investments. 

The speculative instinct is strong in 
all women—that is to say it is stronger 
in the average woman than it is in the 
average man. She finds it easy because 
of this speculative instinct to listen read- 
ily to the tales of fabulous returns for 
a small investment and to succumb to 
the blandishments of the promoter. 

In the case of the particular widow to 
whom my attention was called I found 
a@ rare exception. Instead of harkening 
to the lure of promised big returns, she 
did not answer a single one of the re- 
plies she received to her advertisement. 
Perhaps she was confused by such an 
array of possibilities, perhaps it was be- 
cause she detected an undercurrent of 
insincerity in the letters, perhaps it was 
because she saw there were many ways 
to lose money as well as to make it. 
It might have been any one of these 
reasons, although she gave the truly 
feminine one: “Because.” 

However, she did not waste her patri- 
mony in useless investment—for some 
reason, still unaccountable, she took her 
investment problem to a reputable in- 
vestment house—and lived happily ever 
after. 





C. H. Rosenbaum, Iowa manager of 
the Bankers Life of Des Moines, has 
had the distinction of writing life in- 
surance applications on four generations 
in the same family. Some 30 years ago, 
Mr. Rosenbaum wrote an application 
for a $10,000 policy on a banker who 
was not quite 60 years old. In fact, if 
he had been a day later, Mr. Rosenbaum 
would not have been able to get the in- 
surance for him. In due course of time 
Mr. Rosenbaum secured an application 
from this banker’s son for a $10,000 pol- 
icy. These two policvholders told him 
of another banker, a son of the second 
applicant, who was operating a bank 
in a little South Dakota town. About 
ten years later Mr. Rosenbaum had an 
opportunity to call on this man, to 
whom he sold a $10,000 policy. This 
made three generations of the family. 
This third applicant promised that when 
his son was old enough and ready to 
buy, he would take his insurance from 
Mr. Rosenbaum. 

Just the other day as Mr. Rosenbaum 
was sitting at his desk, a stranger came 
in whom Mr. Rosenbaum finally rec- 
ognized as the boy whom he hoped to 
write when he wrote his father 20 years 
before. The visitor said that Mr. Rosen- 
baum had sold his great-grandfather 
a policy, then his grandfather and finally 
his father, and that he had come a thou- 
sand miles to buy life insurance from 
Charlie Rosenbaum. Thirty minutes 
later the application for a $20,000 pol- 
icy had been signed, the man examined, 
his check for the full year’s premium 
given to Mr. Rosenbaum and he was 
hurrying to catch a train to take him 
half way across the continent to his 
home. 


Francis J. MacBeath, who was con- 
nected with the agency department of 
the Provident Mutual Life at its home 
office, died a few days ago. Mr. Mac- 
Beath used his talents largely along 
literary lines, being assistant to W. S. 
Ashbrook, agency secretary. He had 
been connected with the Provident for 
some 37 years. He wrote considerable 
verse. His last effort was a leaflet en- 
titled “Christmas Days,” which was 
penned while his heart was gradually 
weakening. This is a leaflet that the 
company will send out during the holi- 
day season. 

“Jack” Jefferies of Philadelphia, son of 
J. H. Jefteries, superintendent of agents 
of the Penn Mutual Life and assistant to 
Vice-President Kingsley, is connected 
with the home office of the Penn Mutual 
and is out in the field writing business. 
For the next three months or so Jack 
Jefferies will commute back and forth to 
Philadelphia from Princeton. He gradu- 
ated from Princeton in the class of ’23. 
He made a remarkable record in college. 
He was captain of the baseball team and 
captain of the basketball team. He is 
now coaching the basketball team and 
will assist in coaching the football team. 
Mr. Jefferies, aside from his athletic 
work, was active in other college activi- 
ties. 


President Harry L. Seay of the South- 
land Life was the recipient of many 
congratulatory messages and tokens of 
esteem on the celebration of his 53rd 
anniversary last week. Mr. Seay was 
presented with a huge wreath of flowers 
and individual bouquets by the em- 
ployes of the company. He received 
flowers and good wishes from the bank- 
ers, business and professional men of 
Dallas and Texas. He has been at the 
head of the company for the past ten 
years. 


P. Licklider has been ap- 
pointed director of publicity and sales 
research for the Missouri State Life. 
For the past seven years Mr. Licklider 
has been connected with the D’Arcy 
Advertising Company. He began his 
business career in 1891 as an office boy 
for the general auditor of the Missouri, 








JOSEPH P. LICKLIDER 


Kansas and Texas railroad and served 
that railroad in various capacities until 
1910. In 1902 he was named treasurer 
and assistant secretary of the land bu- 
reau of the Katy railroad. 

In 1910 he became assistant to the 
general immigration ~vent of the Mis- 
souri Pacific system and in 1911 was 
promoted to assistant advertising man- 
ager. He resigned that position in 1916 
to become advertising manager for the 
Campbell Glass & Paint Company. He 
is now instructor of the first year 
course on the principles of advertising 
at Washington University. 


Willard Done, former Utah insurance 
commissioner and well known in Utah 
insurance circles for many years, has 
accepted a call to the missionary field 
of the Mormon or Latter-Day Saints 


Church.- Mr. Done leaves Salt Lake 
City Dec. 9 for the western states 
where it is stated his activities will 
commence. 


The Provident Mutual Life is giving 
much attention to the plan for its new 
home office building. The company 1 
not in a hurry to build. It expects that 
the structure on its new site far out from 
the business district may be ready in 
1928 or thereabouts. It is studying ve 
rious home office plans before adopting 
any final one. The home office was given 
more space when the city agency was 
moved out, occupying a building nearby 
on Fourth street, which by the way was 
partly used by the Provident as its 
head office many years ago. 


In November 1922, the American Life 
of Detroit started its consecutive weekly 
production club. Three years from that 
date, Chris Ruwoldt completed his third 
year of consecutive weekly production. 

Mr. Ruwoldt has been with the com- 
pany since 1917. For one year priof 
to that, he was with the Bankers Life 
of Iowa, and for the five years preceding 
that he was deputy superintendent for 
the Metropolitan, being promoted to that 
position after serving as an agent for 
six months. 

His business is written on all classes 
of risks, working men, professional = 
and business men. It is practically al 
written in the city of Dayton, O., an 
shows a renewal record which is remark 
able. 

Two life insurance executives, w. D. 
Van Dyke, president of the Northwest: 
ern Mutual Life, and Frederick . 
Ecker, vice-president of the Metropol 
tan Life, are members of the boar - 
five trustees recently named _ under on 
agreement reached by all factions inter 
ested in the Chicago, Milwaukee 
Paul Railroad to bring about a he 
organization of that company. 
voting power of the company's sto 
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will be lodged in the trustees until Jan. | 
1, 1930. hey will be charged with 
guarding the interests of all security | 
holders impartially and will elect the | 
frst board of directors of the reorgan- 
ized railroad. 

H. A. Harris, a special agent for the 
Equitable Life of New York, dedicated 
these lines to Martin T. Ford, on the an- 
niversary of the latter’s 40th year of ac- 
tive solicitation for the company in New 
York City: 

TO MARTIN T. FORD 
Thy guiding star, since manhood’s early 
morn, 
Nor wealth nor power, but service. 

Fine deeds have tempered sorrow’s pain; 
and in 
Thy high 
Climbing 
Thou hast not borne others down, but 

lifted them 
To usefulness.—Thy greatest happiness 
Their success. 


achievement all _ rejoice. 


Frank L. Jones, president of the Na- 
tional Association of Life Underwriters, 
will visit California late in February or 
early in March to visit various local as- 
sociations in that state. 








| LIFE AGENCY CHANGES ||| 
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BRADEN GOES WITH RELIANCE 





Brilliant Police Chief of Louisville Re- 
turns to Life Insurance Business 
as General Agent 





LOUISVILLE, KY., Dec. 2.—For- 
rest M. Braden, chief of police of Louis- 
ville, after being out of the insurance 
world for a period of nearly ten years, 
has been appointed general agent of the 
Reliance Life at Louisville. 

Everyone present at the American 
Life Convention session here recently | 
will remember Colonel Braden. He gave | 
the address of welcome on behalf of the | 
city and made one of the most sparkling 
talks ever heard at an insurance meeting. | 
_Very few people in the Louisville ter- 
ritory realize that Colonel Braden is pri- 
marily an insurance man. He was, how- 
ever, formerly special agent for an east- 
ern life company, edited the insurance 
department of a financial journal and 
was appointed special examiner of the 
Indiana insurance department, resigning 
shortly thereafter to enter the army. 
For the last four months of the war 
period he was camp morale officer at 
Camp. Taylor, Louisville, with the rank 
of major. He is now a lieutenant colonel 
in the reserve corps. He is also a vet- 
eran of the Spanish war. 

When his friend, Mayor Houston 
Quin, became mayor of Louisville he | 
talked Colonel Braden into becoming his 
chief of police. The colonel enforced | 
the laws regardless of politics, resulting 
im steady wrangling with the politicians, 
but he made the finest chief of police 
that Louisville has ever had. The day 
after election last November he filed his 
resignation, arranging to go out of office 
the same day as Mayor Quin. 


OPENS THE CLEVELAND FIELD | 





Joseph N. Willis Appointed General | 
Agent of Sun Life for North- 
eastern Ohio 





Joseph N. Willis, agent at Richmond, 
Mens for the Sun Life of Canada for the 
ast 18 years under Neil D. Sills, Vir- | 
simia manager, has been appointed 
manager for the company at Cleveland, 
ina ehective Dec. 1. His territory will | 
a ude the northeast section of Ohio, | 
The rising about one-third of the state. | 
S 18 is a new field being opened by the 
un Life, 
_ Before leaving for Cleveland Mr. Wil- | 
Fone tendered a farewell dinner in | 
Me mond by Manager Sills and his field 
eentee. Among those present were | 

tral home office officials. These were 

- 0. Leach, superintendent of agencies 











Office cooperation. 














of the United States department; J. S.} 


Red Grange Says 


“Effective gains are only possible behind a strong line.” 


The Illinois youth whose spectacular runs have made 
football history knows the value of teamwork. He knows 
that the man with the ball is stopped in his tracks unless 
there is an effective line ahead of him. 


The life insurance salesman battling for honors out on 
the field of business also needs helpful assistance. 
will be much stronger if he is backed by earnest Home 


His gains 


The Lincoln National Life Insurance Company gives 
careful attention to individual agency problems and issues 
policies with a dispatch that makes it pay to 











(CINK UP (Swern Tue (LINCOLN) 





The 
Lincoln National Life 
Insurance Company 


‘*Its Name Indicates Its Character’”’ 


Lincoln Life Building Fort Wayne, Ind. 


More Than $375,000,000 in Force 
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WHY TAKE A CHANCE? 


YOUR RENEWALS are equal to the interest 
income on an investment of the sum of all the first 
year premiums on the business you write. If you 
were making an investment of this amount you would 
be very careful about the security. You wouldn’t 
want some one ahead of you with a prior claim. 


IF YOU- LOSE YOUR RENEWALS IT 
MEANS THE SAME THING TO YOU AS 
LOSING THE PRINCIPAL WHICH WOULD 
PRODUCE YOUR RENEWAL INCOME. 


YOU CAN’T AFFORD IT! 


The Columbus Mutual Life Insurance Company 
offers a VESTED RENEWAL CONTRACT, DI- 
RECT with the Home Office. Also liberal commis- 
sions, automatic increases for volume, unrestricted 
territory, unlimited opportunity to develop personal 
or agency production, free from jealous interference 
or hampering restrictions. 


PERFECTED ENDOWMENTS are auto- 
matically, Ordinary Life if you die; optionally, Lim- 
ited Payment Life if you live; guaranteed endow- 
ments at age 65. 


The Columbus Mutual Life 


Insurance Company 


580 E. Broad St. 
Columbus, Ohio 
C. W. Brandon, President D. E. Ball, Vice-President and Secy. 











q If your present opportunities in the life in- 
surance business are limited to personal pro- 
duction, our agency contract will interest you. 
It offers better than general agency opportuni- 
ties, vested renewals and low cost insurance. 


q Exceptional opportunities are open in Min- 


nesota and Ohio and a few in Wisconsin. 
@ Check up our record. 


Nati onalwe 


Home Office, Madison, Wis. 

















Ireland, inspector of agencies for this 
department, and W. A. Higinbotham, 
superintendent of agents in the foreign 
field. Mr. Higinbotham opened the Vir- 
ginia agency in 1897 and served as Vir- 
ginia manager for several years there- 
after. These officials joined in wishing 
Mr. Willis all manner of success in his 
new field of activity. He joined the sales 
staff of Manager Sills at Richmond in 
1907 when a youngster just out of his 
’teens and quickly developed into a fine 
personal producer. Two years ago he 
led the entire United States field. Last 
year ending June 30, 1925, he led the 
eastern field of the company in this 
country. 





Joseph Steinbrink 


The Brooklyn National Life has ap- 
pointed Joseph Steinbrink as its first 
general agent, with offices at 215 Mon- 
tague street, Brooklyn. The company 
has announced that it will open another 
general agency also in Brooklyn prob- 
ably this week. Mr. Steinbrink, a native 
of Brooklyn, has been writing life in- 
surance as a side line for 20 years 
through the Brooklyn office of the Mu- 
tual Life, but recently decided to give 
his entire time to life insurance. He 
will be graduated from the life insurance 
salesmanship course at New York Uni- 
versity next month. 


Victor A, Anderson 


Victor A. Anderson, for the past ten 
years with the San Francisco office of 
the Equitable Life of New York and 
president this year of the Northern As- 
sociation of California Life Underwrit- 
ers, has joined the northern California 
agency of the Aetna Life in charge of 
the branch office in Oakland. Mr. An- 
derson has been a successful life under- 
writer during his entire career, all of 
which has been with the Equitable Life 
of New York. 


Guy E. Tate 


Guy E. Tate, formerly with the Phoe- 
nix Mutual Life, has been appointed 
state agent in Nebraska for the National 
Life, U. S. A., according to the an- 
nouncement by Vice-President Robert 

Lay. He will have headquarters at 
Omaha. 








D. J. Scott 


The Sun Life of Canada has promoted 
D. J. Scott, formerly manager of the 
eastern division of Manitoba, to take 
charge of a new office in Chicago. Mr. 
Scott has been interested in club work 
as well as in life insurance, having acted 
as international trustee of the Kiwanis 
Club, representing Canada for the past 
year. 


Philadelphia Life Appointments 


. M. Hopkins, manager of agen- 
cies for the Philadelphia Life, announces 
the appointment of W. Oakley Roach 
as supervisor for Maryland and the Dis- 
trict of Columbia with headquarters at 
Baltimore. 

Mr. Roach is a life insurance man of 
successful experience in both personal 





production and organization work. He 
was formerly assistant superintendent oj 
agencies of the Maryland Assurance, 

R. M. Blount has been named super. 
visor for Delaware with headquarter; 
in Wilmington. Mr. Blount was for. 
merly connected with the New York 
Life. 

Calvin S. Grobaker is appointed gep. 
eral agent at Baltimore. Mr. Grobaker 
has had life insurance experience wit) 
a large western company. 


M. H. Snortland 


The Pan-American Life has reentere; 
the northern California field, appointing 
M. H. Snortland of San Francisco a 
general agent. Mr. Snortland has bees 
with the Western States Life and ha 
had the experience in the field and also 
as agency director. He will represen 
both the life and accident and health de. 
partments of the Pan-American Life 
The company had a general agency in 
San Francisco for a short time in 1924 
but has not been represented in the city 
since Douglas Waterman, the former 
general agent, resigned to return to 
Cuba. 





J. B. Craven 


J. B. ,Craven has been appointed 
agency manager of the National Life, 
U. S. A. for New Jersey with headquar- 
ters at Newark. Mr. Craven is an ex- 
erienced life insurance man, having 
worked his way through Trinity Col- 
lege, now Duke University, by writing 
more than $100,000 a year life insurance. 
He graduated with honors. He then 
took a two-year special course at Co- 
lumbia University, working his way 
through by selling life insurance for 
one of the large eastern companies 
Three months after he had started 
writing on a full time basis he was 
made an agency organizer of the com- 
pany for which he was then writing. 


W. F. Macallister 


W. F. Macallister, who has been 
agency manager of the Ohio National 
Life for the past two years, is leaving 
that position to take a state agency for 
the company, possibly in New Jersey. 
It is a matter of congratulation to the 
home office that Mr. Macallister is still 
to be identified with the company. 


B. B. Hadley 


Berton B. Hadley has been appointed 
manager at Des Moines for the Fidelity 
Mutual Life. Mr. Hadley is a resident 
of Des Moines, where he has been in 
the life insurance business for the past 
two years. He was formerly a Y. M 
C. A. secretary. He will assume his 
ta duties with the Fidelity Mutual o1 

ec. 1, 


Life Counsel Hold Session 


NEW YORK, Dec. 2.—Members 0! 
the Association of Life Insurance Cout- 
sel began their annual meeting here yes 
terday, sessions being continued today 
and concluding with a dinner at the 
Waldorf to be followed by a theater 
party. 
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LIMIT INSURANCE PROMOTION 





Baker to Draft Law for Kansas Com- 
mission Regulating Sale of Stock 
in New Companies 





TOPEKA, KAN., Dec. 2.—Promoters 
who are thinking of organizing insurance 
companies for the purpose of fat com- 
missions instead of insurance business 
should start now in Kansas. Another 
year may see this plan of financial profit 
knocked in the head so far as Kansas is 
concerned. Superintendent Baker has 
asked the state insurance commission to 
provide a special law relating to the 
organization of all classes of insurance 
companies, with a view of furnishing 





Kansas with real insurance organi 
tions instead of financial footballs. 

In recent years there have been se 
eral bad scandals relating to the pre 
motion of insurance companies in this 
state. The insurance department has 
no control over companies during & 
ganization. When the stock is sold # 
company asks for authority to write 
insurance. The blue sky department has 
charge of stock sales and the usual prac 
tice is to permit commissions of 20 pe 
cent. On top of this there may be heavs 
promotion expenses. A company | 
have only 75 percent of its capital = 
75 percent of its surplus intact = 
the certificate of authority is asked “ 
by reason of the commissions and pr 
motion expenses. f 

The code commission has directed the 
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superintendent to draft a tentative law 
relating to the organization of insurance 
companies. The new law proposed would 
put entire jurisdiction over the promo- 
tion in the hands of the superintendent. 
Mr. Baker also proposes that the pro- 
motion expenses, including all commis- 
sions and other charges, shall not 
exceed 
That means, if the law is enacted, that 
when stock is sold at two or three for 
one, the salesman will get his commis- 
sion only on the par value and not on 
the par and paid-in surplus. 


Training Course Successful 


The S. T. Whatley general agercy of 
the Aetna Life in Chicago held a life 
insurance training course from Nov. 2 
to Nov. 20 in charge of H. P. Graven- 
gaard, head of the educational depart- 
ment of the Aetna Life. There were 
25 students, seven of whom had no pre- 
vious insurance experience and eleven 
had had less than six months’ experi- 
ence. In the three weeks’ period the 
25 students produced $515,000 of ordi- 
nary insurance, $50,000 of group life in- 
surance with $10 weekly disability bene- 
fit, and also $424 in accident and health 
premiums. There were 13 whole time 
representatives and 12 who were either 
part time or who were representatives 
of general insurance offices. It will be 
the purpose of the Whatley agency to 
hold similar schools at intervals in the 
future. 





Seek Nebraska Farm Loans 


More life insurance money is seeking 
investment in farm mortgages in Neb- 
raska now than there is demand for, 
and an unusually low rate is being of- 
fered. Several of the heavy loaners in 
this territory are offering money for 5 
percent with no commission added, save 
here and there where the local loan 
agent is paid $2.50 or $5 a thousand for 
handling the details. In spite of this 
situation there is no indication of any 


20 percent of the par value. 


over-loaning, as was prevalent during 
the period of expansion prior to 
1920 and the deflation of that year. Some 
mortgage loan brokers got their fingers 
burned at that time, and they are re- 
membering the lesson. 





See Heads St. Louis Alumni 


Frank M. See has been elected pres- 
ident of the alumni association of the 
St. Louis life underwriters school, Other 
officers are: A. A. Cervantes, secretary- 
treasurer; Charles C. Collins, J. A. Rid- 
dick and Henry W. Ramsey, vice-presi- 
dents. 

Mr. See recently was appointed gen- 
eral agent for the Union Central Life in 
St. Louis, going there from Nashville, 
Tenn., where he was general agent for 
another company for several years. 

The alumni association was formed 
in 1922 at the close of the school con- 
ducted in St. Louis by Griffin M. Love- 
lace and gther members of the faculty 
of the life insurance department of New 
York University. 





License Modern Mutual 


The Modern Mutual Insurance Com- 
pany, a life assessment association, with 
headquarters at Chicago, has been li- 
censed by the Illinois department. The 
incorporators are Ralph Manno, F. 
Rizzo, Philip Manno, John C. Nuzzo 
and Salvatore Rizzo, all of Chicago. 





Wisconsin to Be Represented 


Representatives of all Wisconsin in- 
surance companies have been invited by 
Commissioner W. Stanley Smith to at- 
tend the National Convention of Insur- 
ance Commissioners in Chicago, Dec. 
8-10, on suggestion of Commissioner W. 
R. C. Kendrick of Iowa, president of the 
commissioners’ organization. Scores of 
letters have been received by Commis- 
sioner Smith within the last few days, 
from insurance representatives in Wis- 
consin, advising him that they intend 





to accept the invitation. 











EASTERN STATES ACTIVITIES 














MANLY IS MADE PRESIDENT | National Life, A. E. Werkhoff, Lafay- 





Indianapolis Executive Heads Associa- 
tion of Indiana Legal Reserve 
Life Companies 





Frank P. Manly, president of the In- 
dianapolis Life, was elected president 
of the Association of Indiana Legal Re- 
serve Life Insurance Companies, at its 





FRANK P. MANLY 


— meeting at Muncie, Ind. Other 
= elected for the ensuing year 
Fr e: E. O. Burget, Peoples Life of 
ankfort, vice-president; John W. Dra- 
a Western Reserve Life, secretary- 
Surer; Arthur F. Hall, Lincoln 





ette Life, members of the executive 
board. Sixty delegates representing 
eight companies, attended the meeting. 


New Graduates To Hold Dinner 


Charles J. Zimmerman, executive sec- 
retary of the Life Underwriters Asso- 
ciation of New York, will preside at a 
banquet to be tendered to the students 
in the life insurance training course at 
New York University who will grad- 
uate Dec. 17. A dinner will be held 
Tuesday, Dec. 15. Speakers will in- 
clude Griffin M. Lovelace and Ralph G. 
Englesman of the faculty and Ben Had- 
ley of the Hoey & Ellison agency of 
the Equitable Life of Iowa. The enter- 
tainment will include two burlesque sell- 
ing interviews. The election of class 
officers will take place at the meeting 
following the banquet, at which 100 are 
expected to be present. The present 
class is the largest ever enrolled in the 
insurance course at New York Univer- 
sity. The next session has been tenta- 
tively scheduled to open Monday, Jan. 
4, for the night classes, while the day 
classes will start Tuesday, Jan. 5. 








University Life Underwriters Meet 


The monthly meeting of the Univer- 
sity Life Underwriters Association of 
New York was held last week. Griffin 
M. Lovelace, Dr. Richard Hoffman and 
Jack Warshauer of the Joseph D. 
Bookstaver agency of the Travelers 
were the speakers. Dr. Lovelace sum- 
marized the principles as taught in the 
life insurance salesmanship course at 
New York University, bringing out the 
advantages of the course especially to 
smaller companies. Charles B. Knight, 
George Loesch, Robert L. Jones, L. A. 
Baldwin, Gerald A, Eubank, Joseph D. 
Bookstaver and Russell Simon were the 
general agents present as guests of the 





association. Hunter L. Delatour, Joseph 








Satisfied Policyholders 


More than 67% of all insurance written by 
this company since 1867 is still in force to- 
day. What better evidence could there be that 
policyholders appreciate the “golden rule” 
service of lowa’s Oldest Company? 


oo 


tee 
whebbebel dell 


Men desiring to become agents for a good, 
old line company will realize the advantage of 
a contract with this company of satisfied 
policyholders. 


EQUITABLE LIFE 
INSURANCE COMPANY 


Founded: 1867 OF IOWA Home Office: Des Moines 


What Do You ~~ 


—which? 


All three are important, of course. But to 
our mind the policy is especially so. If 
you agree that the actual contract itself is 
deserving of careful attention and compari- 
son on the part of the agent, we invite you 
to consider seriously the United Life policy, 
“A Policy You Can Sell.” 




















Service, Company, or Policy 


Any natural death...........+++ $ 5,000 
Any accidental death............ 10,00° 
Certain accidental deaths......... 15,000 


Accident Benefits $50 per WEEK. 
Also Disability Income, Waiver of 
Premiums, etc. 





| ALL IN ONE POLICY 








If there is an opportunity open in your 
town, our Vice-President, Mr. Eugene E. 
Reed, will tell you all about it. Write him 
direct—and directly. 


UNITED LIFE 


AND ACCIDENT INSURANCE COMPANY 











Concord New Hampshire 
al Inquire! | 





THE MUTUAL LIFE 


The Mutual Life Insurance Company of New York has a 
record of EIGHTY-TWO YEARS of prosperous and successful 
business. It has passed through panics, pestilence and wars 
unharmed, and to-day, as a result of eight decades of endeavor, 
offers financial strength, reputation, magnitude, leadership, and 
life insurance service. 


Those considering life insurance as 
a profession are invited to apply te 


The Mutual Life Insurance Company 
of New Yerk 
34 Nassau Street, New York 
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Steinbrink, L. W. Ward and Ben S. 
Graham represented the newly organized 
Brooklyn Life. 


Old Line’s Philadelphia Office 


The Old Line Life of Milwaukee has 
opened an agency in Philadelphia with 
offices at 121 Broad Street. rnest G. 
Gearhart, assistant to the president of 
the company, is supervising the opening 
of the agency and has already made 
contracts with a number of excellent 
insurance salesmen. 








Form “Round Table” In Boston 


General agents of life companies in 
Boston proper, to the number of some 
30 or 35, have created an informal or- 
ganization to be known as a life insur- 
ance round table which is to dine some 
four times a year for the general dis- 
cussion of matters of business. 

General agents, managers and super- 





intendents of ordinary business will 
make up the membership and there will 
be a program committee for each meet- 
ing so that definite matters may come 
up at the meetings. The organization 
has no relation to the Boston Life Un- 
derwriters Association, although most of 
the members are also members of the 
association. The first meeting will be 
held on Dec. 8. 


Woman Agent Is Club Speaker 


Mrs. Laura Patrick of the Phila- 
delphia office of the New York Life, 
spoke before the Bethlehem Club, Beth- 
lehem, Pa., last week. She declared 
that “insurance began with the cave 
man, for insurance means protection and 
the cave man’s protection was his 
brawny arm.” She sketched the numer- 
ous forms of protection until the era 
of Pharaoh when the people paid to that 
ruler a certain sum of money which was 
used as a fund for protection. 











IN THE SOUTH AND SOUTHWEST 

















SOUTH IN GOOD CONDITION 
Cc. G. Arnett of Continental Life Makes 
Optimistic Report Following Trip 
Through That Section 





ST. LOUIS, MO., Dec. 3—C. G. 
Arnett, vice-president of the Continental 
Life of St. Louis, has returned from 


an extended business trip through the | 


south. He reported that he found busi- 
ness in a most satisfactory condition 
everywhere he visted on the trip, par- 
ticularly along the south Atlantic sea- 
board. 

_ “In all of the southern states there 
is an unprecedented building boom 
which was far beyond my expectations,” 
he said. “Some of the territory I had 
not visited in ten years. It is amazing 
the changes that have come to pass. 
Everywhere I found that confidence 
seemed to be restored. This had a 
natural tendency to make business con- 
ditions better. 


Farmers More Optimistic 


“The farmers are more optimistic, 
and while merchants are trading cau- 
tiously, retail business generally is bet- 
ter than at any time since 1920. 

“It would seem that the south is on 
the verge of real prosperity following 
the deflation of 1920, the bad effects 
of which lasted through 1924.” 

Mr. Arnett spent considerable time in 
Florida, where the building boom has 
been greatest. There is appearance of 





most substantial development in that 
commonwealth, but also some opera- 
tions in real estate that might be con- 
sidered questionable. 





UNION STANDARD LICENSED 





New Dallas Life Insurance Company 
Now Ready to Begin Active 
Operations 





DALLAS, TEX., Dec. 3.—License to 
do business in Texas has been granted 
the Union Standard Life of Dallas. The 
charter was issued this week and the 





company began immediately to write | 
; : SAN JOSE SALES CONGRESS 
with a capital stock of $100,000 and a | 


business. It is an old line company 
surplus of a like amount, fully paid in. 
Maj. Eugene DeBogory, vice-president, 
who will handle the company’s legal 
business, stated that an additional $100,- 
000 of capital stock has already been 
subscribed and the total capital will 
soon be made $200,000. 


William Bacon Is President 


_ William Bacon of Dallas, prominent 
in Texas life insurance circles for many 
years, is president. The directors, in 
addition to Messrs. Bacon and DeBo- 
gory, include D. Upthegrove of St. 
Louis, president of the Cotton Belt Rail- 
way; William Whitenton of Dallas, vice- 
president of the M. K. & T. Railway 
Company; T. J. Bowman, H. A. Wroe, 
Austin; W. G. Pyron of 


E. H. P re) 
Houston, W. C. Proctor of Dallas, Or- | 





ville Bullington of Wichita Falls and 
Dr. M. M. Doolittle of Dallas, who is to 
be medical director. 





Enlarges Oklahoma Office 


The phenomenal growth of the Okla- 
homa agency of the Great Southern Life 
and the adding of a renewal department 
has necessitated larger quarters. The 
office will be departmentalized and mod- 
ern equipment installed for direct by 
mail advertising. The office will remain 


in the charge of Sam M. Cowan as | 


manager and V. Cowan as assistant 
manager. 

Under the management of Mr. Cowan 
the Oklahoma agency produced over $8,- 
000,000 in 1924 and up to Nov. 1 of 
this year had paid for more than $8,500,- 
000. 





Turkeys for Alamo Producers 


Cuero, Tex., has long been known as 
the center of the turkey market for the 
United States. “Thanksgiving turkeys” 
are based on the prices of turkeys in the 
vicinity of San Antonio, Tex. 

November was designated by the 
agency department of the Alamo Life of 
San Antonio as “President’s Month” in 
honor of President Dowdell. In turn, 
Mr. Dowdell promised that every agent 
writing five applications during the 
month before Nov. 21 would receive a 
fat turkey gobbler for Thanksgiving din- 
ner with his compliments. Nine turkey 
gobblers left San Antonio for Alamo 
Life agencies Nov. 23. 

Agency Director Harry D. St. John 
reports the business for November the 


| . 
largest in volume for any month in the 
last half of 1925. 


Richmond Community Fund Drive 


| Life insurance men played a conspic- 
uous part in the recent community fund 
drive in Richmond which netted pledges 
totalling $440,000. Charles B. Richard- 
son, general agent for the Massachusetts 
Mutual, was captain of a team which 
proved to be one of the leaders in the 
‘drive. J. Chambers Bristow, general 
agent for the Home of New York, 
served on a team which also forged 
well to the front. The home office em- 
ployes of the Atlantic Life made a 100 
per cent record in contributions. Each 
of the force of 110 employes contributed 
to the fund. 








Conditions Favorable in Texas 


Orville Thorp, general manager oj 
| the Kansas City Life in Texas, with 
| headquarters at Dallas, recently re 
turned from a trip through central and 
south Texas, reporting that conditions 
are much improved after the drought 
| that destroyed much of the cotton crop. 
| He found improved conditions in the 
cattle industry also and said that there 
is a substantial improvement in the fu- 
ture outlook and stronger buying power 
of the public generally. He _ reported 
that thousands of acres of foodstuffs 
planted in the fields freshened by Atv- 
| gust rains after the total loss of cotton 
crops had matured and will be of great 
economic value. In the cattle business, 
there was an increase of 5 to $10 a head 
in 60 days. 














[ PACIF IC COAST AND MOUNTAIN FIELD 





Notable Program Arranged by New 
Life Underwriters Association for 
Session Saturday 





A one-day sales congress under the 
auspices of the newly organized Life 
Underwriters Association of San Jose, 
Cal., has been announced for Saturday, 
Dec. 5. The meeting will start early in 
the morning, closing with an evening 
session to which the people of the city 
of San Jose are invited. The addresses 
and discussions will be of general edu- 
cational nature and the one act playlet, 
“The Heart of the Estate,” together 
with a motion picture showing health 


| conservation work of the Metropolitan 
Life, will be presented. : 

| The program includes these subjects 
| and speakers: 

“The Value of Weekly Production,” 

Bert Langley, Pacific Mutual Life. 
“Canvassing in the Country Districts,” 
| O. E. Evans, Northern Life. 
“Women’s Place in the Profession of 
Life Insurance,” Leila Leitner, Equitable 
Life of New York. 

“Monthly Income,” J. D. Adams, New 
York Life. 

“Insurance for Co-partnerships and 
Corporations,” Oliver W. Fletter, Aetna 
Life. 

“How to Earn $12,000 Per Year,” Her- 
man A. Binder, Massachusetts Mutual 
Life. 

“What the National Association has 
Accomplished,” E. H. Lestock Gregory, 
Aetna Life. 

“What the Local Associations Have 
Done for the Underwriter,” Victor 4 














WANTED 


consin. Salary and commission basis. 


produce business through others. 


fications. Replies confidential. 








This is an unusual opportunity for a man who is willing to work hard for a 
reward which will be in direct proportion to his own imitiative and ability to 


In your reply state fully your age, experience, education, and complete quali- 


© men who have successful records as life insurance salesmen and who 
can qualify as special agents to do organizing work in Minnesota and Wis- 


HE business of The Wisconsin Life Insurance 
Company has. doubled in the past five years. 
The Company, organized in 1895, 
unusual advantages in the matter of low acquisition 
costs, low mortality rate, and high interest earnings 
which have resulted in an admirable record for 
low net costs to policyholders, continuous payment 


of death claims. Policies are provided for men, 


THE WISCONSIN LIFE 


women and children. 


THE WISCONSIN LIFE INSURANCE COMPANY, MADISON, WIS. 


ssesses many 


INCORPORATED 1895 





a 


“Solid as the State” 

















M. A. NATION, Pres. 


Universal Life Insurance Company 






Dubuque, Iowa 


WE WANT GOOD MEN 
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Anderson, Aetna Life, president of the 
Northern Association of California Life 
Underwriters. 


surance,” Jay Allen Fiske, Connecticut 
General. 

“Meeting Objections,” J. P. Robinson, 
assistant superintendent of agencies, 
West Coast Life. 

“How the Agent Can Conserve Busi- 
ness,” Alex T. East, Western States Life. 

“The Human Element in Life Under- 


Life. 
“How to Succeed, or Square Pegs in 


Round Holes,” William B. Moyle, 
psychologist. 





Will “Father” New Associations 


George W. Ayars, California super- | 
visor of the Phoenix Mutual Life, who | 
served two terms as president of the | 
Life Underwriters’ Association of Los | 
Angeles, has been appointed by Frank | 
L. Jones, president of the National as- 
sociation, to the position of field assist- 
ant or “father” of the local associations 
at San Diego, Long Beach, Pasadena | 


| 
“Practical Methods in Selling Life In- 
| 
} 
| 
| 
| 
| 


| agent in northern California in charge | 


writing,” Charles L. Miel, West et 
| 
| 
| Maris is general agent. Mr. Leeman has 


and Santa Barbara. In this position Mr. 
Ayars will establish and maintain a more | 
intimate relationship between _ these | 
smaller associations and the National | 


| association and also cooperate closely in | 


promoting their success, increasing | 
their membership and widening the 
scope of their activities and their serv- 
ice to members. 





New World Life Appointment 


The New World Life has appointed 
Ralph S. Leeman associate general 


of the Oakland office. Harland R. 


been with the Equitable Life of New | 
York at the Oakland office for the past 
five years, and has been the leading per- 
sonal producer for the office recently. 
He has specialized on the home loan 
plan and will continue along that line 
with the New World Life, being in 
charge of all the loan investments in 
the territory. 








IN THE ACCIDENT AND HEALTH FIELD 

















TEACHERS MUTUAL IS BARRED | 





Kansas Department Says There Is No 
Way It Can Enter that State 
Under Present Plan 





TOPEKA, KAN., Dec. 2.— The 

Teachers Mutual Benefit Association 
cannot come into Kansas as a fraternal, 
without the jurisdiction of the insurance 
department. Neither can it come in as 
an assessment life association. Super- 
intendent Baker in fact has advised its 
officers that under the present plans it 
cannot come into Kansas at all. 
_ The association has its headquarters 
in Kansas City, Mo. The policyholders | 
are limited to the teaching profession. 
It seems that some states permit fra- 
ternal organizations limiting policies to 
special classes to operate without the 
supervision of the insurance department. 
The railroad unions with their bene- | 
yaad organizations come under this | 
class, 

But the Teachers Mutual Benefit does 
not have a fraternal organization. It | 
does not have subordinate lodges or a 
grand lodge or representation in any 
Organization that makes by-laws or 
transacts the business of the association. | 
It also is not organized as an assessment | 
company as contemplated by the Kansas | 
jaws. 

Its plan is to sell policies to school 
| 


teachers at $10 a month for 126 months. 
Then the policy becomes paid up. If 
there is sickness or accident the policy 
will pay $50 a month during incapacity. 
After the holder becomes 65 years of 
age it will pay $50 a month for life. In 
the event of death before 65 the policy 
pays $1,000 to the beneficiary. It is not 
imtended primarily as life insurance but | 


| elevated to a superintendency in that 


| Life at Pittsburgh, Pa., has been author- 


as accident, health and endowment for | 
old age. 

Mr. Baker advised the officers of the 
association that after consultation with 
the attorney general he could not find | 
any way by which it could be admitted | 


,to Kansas under its present plan oi 


operation. 


National L. & A. Promotions 
The National Life & Accident has pro- 


| moted Supervisor O. F. Westbrooks of | 


the northeastern division to manager in 
charge of the Pittsburgh district. H. 
Allen of Cincinnati has been promoted 
to a superintendency there. ae . We 
Daugherty of Muskogee, Okla., has been 


district. 

The National Life & Accident has pro- 
moted W. F. Lott of Shreveport to a 
superintendency in the Shreveport dis- 
trict. 





Opens Navasota Office 


The United States National Life & | 
Casualty of Chicago has opened a dis- | 
trict office at Navasota, Tex., with W. S. 
Warren as manager. The Navasota dis- 
trict was formerly a part of the Houston | 
district. Mr. Warren has been with the | 
company for several years. 





Will Write Group Disability 


W. B. Thomas, manager for the Aetna 


ized to report group disability business 
direct to the company at Hartford. The 
territory in which Mr. Thomas will oper- 
ate comprises that portion of Pennsyl- | 
vania west of and including the counties | 
of Warren, Forest, Jefferson, Indiana, | 
Cambria and Bedford, but not exclusive. | 

He will have equal privileges with | 
J. W. Henry, manager and adjuster, for | 


| the development of group disability busi- | 


ness in that territory. 
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NEWS ABOUT LIFE POLICIES | 








PRICE, $3.50 and $2.00 respectively. 


nnn 





New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
Policy Literature, Rate Books, etc. Supplementing the “Unique Manuai- 
Digest” and “Little Gem.” Published Annually in May and April respectively. 














HOME TO PAY EXTRA DIVIDEND | 


Cost In Earlier Years Cut by Action 
of Directors—Increase Is 
10 Percent 





ace Home Life of New York has au- | 
Ps zed extra dividends to policyhold- 
— its apportionment for the first 
~ months of 1926. This extra divi- 
stale is equal to the excess of the 1925 
- — the 1924 Scale. For exam- 
on € first year dividend for $10,000 
> ordinary life plan at age 35, the 
“9 Scale is $46; the corresponding first 


|ary meeting it will authorize the pay- 


year dividend on the 1924 scale was | 
$38.60; the first year extra dividend is | 
$7.40 for 1926 together with a continu- | 
ance next year of the regular dividend | 
of $46. 

The action of the board of directors | 


| applies only to the first three months of 


1926, but it is expected that at the Janu- | 


ment of the same dividend for the other 
nine months of the year on the same 
basis. Although the total amount de- 
clared as extra dividends is approxi- 
mately 10 percent of the amount dis- 
tributed as regular dividends, it repre- 
sents a much larger percentage of the 




















Life Companies! 


6% Real Estate Mortgages 
are a profitable investment 


HE Irving National Mortgage Company, an 

experienced and conservative house, offers to 
imsurance companies for investment an unusually 
attractive group of 6% First Mortgages which meet 
in every particular the requirements of insurance 
companies. 








All of these mortgages are secured by First Mort- 
gages on Improved Real Estate located on Chi- 
cago’s Great Northwest side, a stable and flourish- 
ing section of the city. They are offered only after 
a most thorough investigation of the property and 
borrower and after receiving the approval of a loan 
committee composed of Real Estate men, Contrac- 
tors and Bankers of wide experience. 








This proposition is sound and awaits your investi- 
gation. We are confident that we can serve you 
to advantage. 


Irving National Mortgage Co. 


Under National Bank Management 
4201 Irving Park Blvd. 


CHICAGO, ILLINOIS 


Offices with 
Albany Park National Bank Irving Park National Bank Portage Park National Bank 
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—_ Human Life 


| ie Pi | can now be protected by 
la ) Northwestern National Life 
=) policies. They fit the re- 
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|! _ cial emergency. 
BE isecsl &. 
z yh 


= - This provides unusual sales 


— 











character who have a satisfac- 
tory record of results. 





The Northwestern National 
Life is a legal reserve, mutual 
company with a record of 
continuous progress. 

Direct agency contracts are 
available in Southern Tndiana, 
Southern IIlinois, Central Mis- 
souri, Kansas, Arkansas, Utah, 
Pennsylvania, Eastern Tennes- 
see, Louisville and Virginia 
for high grade producers. 


0000 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


MINNEAPOLIS, MINN. 
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Connecticut General News 
Hartford, Conn. 





Why They Buy 


Group Insurance 


The philanthropic appeal interests 
and the business appeal sells. All 
their kind instincts make business 
men want Group insurance. Expe- 
rience proves that they cannot afford 
to be without it. 


So in promoting Group insurance 
you are giving your clients an oppor- 
tunity to make a profitable invest- 
ment. Commissions aside, it pays 
to perform such services for your 
clients. 


Our selling outfit and expert 
closing assistance at your call. 
Connecticut General Life Insurance 
Company, Hartford, Conn. 














OUR NINETIETH BIRTHDAY 


Ninety years ago, April 1, 1835, Massachusetts chartered 
the New England Mutual. This is the oldest Charter now exist- 
ing. 

The granting of this Charter had a vast significance, for it 
introduced a New Idea, which cleared the way for the present 
growth of Life Insurance. 


THAT IDEA WAS MUTUALITY 


New England Mutual Life Insurance Company 


of Boston, Massachusetts 



































Fieldmen Profit by This 


N 1924 The Guardian's Prospect Bureau yielded an average profit 
te fieldmen of 600% in commissions over their investment. In 
some sections it ran as high as 3000%. 

The Prospect Bureau is one reason why a good many of the better 
producers are casting their lot with us. One newcomer, a 

ogent, brought with him an agency organization of nearly three 


Let us tell you the whole story 


of what The Guardian is doing to 
better the fieldman’s success. %, 


T. LOUIS HANSEN, Vice-President 
THE GUARDIAN LIFE INSURANCE COMPANY OF AMERICA 
Founded 1869 under the Laws of the State of New York 
s® UNION SQUARE, NEW YORK 




















early policy years. For instance, the 
first year dividend on the ordinary life 
plan at age 20 is increased by more than 
18 percent. 

The following table gives comparison 
of the dividends payable in the first year 
for $1,000 of insurance and with the 
principal plans under the 1925 and 1926 
dividend schedule: 


Ordinary 20-Pay- 20-Yr. En- 
Life ment dowment 

Age 1925 1926 1925 1926 1925 1926 
25 $4.22 $4.96 $4.61 $5.34 $5.32 $6.04 
30 3=— 4.38 5.12 4.77 5.50 5.40 6.12 
35 «= 4.60 5.34 4.98 5.71 5.52 6.24 
40 4.87 5.60 5.25 5.98 5.68 6.40 
45 5.24 5.97 5.58 6.30 5.92 6.64 
50 5.74 6.64 6.04 6.76 6.27 6.98 
55 «6.44 7.16 6.66 7.37 6.81 7.52 


CLUB PLAN OF INSURANCE 


Our Home Life of Washington, D. C., 
Issues Monthly Rates Under Its 
New Sales Scheme 


The Our Home Life of Washington, 
D. C., has inaugurated a new sales idea 
for stimulating production. It is a club 
plan of life insurance, the idea of which 
originated when the company issued a 
policy for every member of an orches- 
tra. Members of the orchestra formed 
a club, electing a secretary to collect 
dues monthly and take care of the de- 
tails of the insurance. It is the inten- 
tion to write the plan on office force 
organizations or any other groups. Fol- 
lowing are the monthly premiums for 
various policy forms under the club 
plan: 


20 10 

Profit >| Same 
Shar- 20 10 En- En- 
ing Ord. Pay Pay dow- dow- 
20 Pay Life Life Life ment ment 
$2.84 $1.39 $2.09 $3.53 $3.84 $8.45 
2.88 1.42 2.12 3.58 3.84 8.46 
2.93 1.45 2.16 3.64 3.85 8.46 
2.98 1.48 2.19 3.69 3.86 8.47 
3.02 1.52 2.23 3.75 3.87 8.48 
3.07 1.55 2.27 3.81 3.87 8.49 
3.13 1.60 2.31 3.87 3.88 8.50 
3.18 1.64 2.35 3.94 3.90 8.50 
3.24 1.68 2.39 4.00 3.91 8.51 
30 1.73 2.44 4.07 3.92 8.52 
3.36 1.78 2.48 4.15 3.93 8.53 
3.42 1.83 2.53 4.22 3.95 8.55 
3.49 1.87 2.58 4.30 3.96 8.56 
3.56 1.94 2.64 4.38 3.98 8.57 
3.63 1.99 2.69 4.46 4.00 8.59 
3.71 2.07 2.75 4.55 4.02 8.60 
3.79 2.14 2.81 4.64 4.05 8.62 
3.87 2.21 2.88 4.73 4.07 8.64 
3.96 2.28 2.95 4.83 4.10 8.67 
4.05 2.37 3.02 4.93 4.14 8.69 
4.15 2.45 3.09 5.04 4.17 8.71 
4.25 2.55 3.18 5.15 4.22 8.74 
4.36 2.65 3.26 5.26 4.26 8.77 
4.47 2.75 3.35 5.38 4.32 8.81 
4.59 2.87 3.45 5.51 4.37 8.85 
4.72 2.98 3.55 5.64 4.44 8.89 
4.85 3.12 3.66 5.77 4.51 8.94 
4.99 3.25 3.78 5.91 4.59 8.99 
5.15 3.40 3.91 6.06 4.67 9.05 
5.31 3.56 4.04 6.22 4.77 9.12 
-48 3.73 4.18 6.38 4.87 9.19 
5.66 3.91 4.34 6.55 4.99 9.28 
5.85 4.10 4.50 6.73 5.12 9.37 
6.06 4.30 4.68 6.92 5.26 9.48 
2 4.52 4.87 7.11 5.42 9.59 
‘ 4.76 6.08 7.32 ... 9.71 
5.61 5.30 7.54 9.85 
5.28 5.54 7.76 10.00 
5.57 5.80 8.01 10.07 
5.87 6.08 8.26 10.16 





Maryland Life 


The Maryland Life has just raised its 
policy limit from $50,000 to $100,000. 
thereby opening a new and larger field 
to its agents. 


Northwestern Mutual Life 


The Northwestern Mutual Life has re- 
duced its lower age lmit from 16 to 15 
and the upper limits have been raised 
to 61-65. The company has also in- 
creased its limits of amounts of insur- 
ance upon a single life, not including 
dividend additions, to the following: 
Ages 15 to 19, $50,000; 20-22, $100,000; 
23-24, $150,000; 25-55, $200,000; 56, $175,- 
000; 57, $150,000; 58, $125,000; 59, $100,000; 
60, $75,000; 61-65, $50,000. 


Central Life, Chicago 
The Central Life of Chicago is in- 
creasing its dividend schedule for 1926, 
the increase being $1 per $1,000 at all 
ages and for all forms of insurance. 


Equitable of New York 


The eleventh edition of the Equitable 
Life of New York agency manual, just 
issued, contains a number of important 








changes taking effect as of Dec, 1, as 
follows: Double indemnity limit on life 
income policies now $100 monthly income 
for all ages of beneficiary, the amount to 
be reduced proportionately as before if 
other Equitable insurance is outstanding 
with the double indemnity provision; ir. 
regular premiums for exactly nine 
months will now be calculated on the 
annual basis, not on the semi-annual 
basis as heretofore. 





WITH INDUSTRIAL MEN | 











NEWS FROM THE PRUDENTIAL 


Several New Districts Are Formed and 
Promotions Are Made in Various 
Parts of the Country 


The Prudential has divided the de- 
tached assistancy at Santa Monica, Cal. 
operating from the Los Angeles 4 dis- 
trict, promoting E. R. Hinds from the 
Los Angeles 4: district to share the re- 
sponsibility of managing the territory 
with Assistant Supeintendent L. L. Me- 
Kenzie. 

A new district has been instituted at 
Pawtucket, R. 1. which was formerly a 
detached assistancy in the Providence 2 
district. The new district is in charge 
of Joseph A. Rathay, transferred from 
the superintendency at St. Johnsbury, 


Vt. Marks H. Grossbard has been pro- 
moted to the superintendency at S&t. 
Johnsbury. 


Harry L. McKillip, at present superin- 
tendent at Chillicothe, O., will be trans- 
ferred to assume charge of a new 
district which will be opened at Ports- 
mouth, O., Dec. 7. 

A new detached assistancy at Wash- 
ington Court House, O., has been opened 
in charge of Arthur S. Brown, promoted 
to assistant superintendent. This office 
is detached from Chillicothe. 

Morie McK, Yeats, formerly an agent 
at Portsmouth, O., has been promoted 
to assistant superintendent in charge of 
an additional assistancy there. 

Henry B. Paschal, agent in the Cleve- 
land 1 district, has been promoted to as- 
sistant superintendent. 

Agent Roy Gilliatt of the Charlotte, 
N. C., district, takes charge of a newly 
created assistancy. Mr. Gilliatt first 
began with the Prudential at Bedford, 


Ind., in November, 1921, and has made 
rapid progress since he has been in the 
south. 


Public Savings Changes 

The Public Savings Life has promoted 
W. A. Corbett, Royal Oak, to superin- 
tendent. Superintendent V. V. Rutter 
Detroit 4, has been promoted to resident 
inspector. Superintendent G. A. Scott 
has been transferred from Detroit 3 to 
Detroit 4. Agent F. J. Leahy, Detroit 3, 
is promoted to superintendent. W. B. 
Burns has been appointed superintend- 
ent in Detroit 4. E. J. McNamara has 
been appointed a superintendent in De- 
troit 4. Agent F. F. Bray, Indianapolis 
south, has been promoted to superin- 
tendent. 


Conservative Life Appointments 


At a meeting of directors of the Con 
servative Life of South Bend the ge” 
nation of William Mell as secretary 4m 


director of the company was accepted. 
Mortimer P. Reed, a director of the com- 
pany since April, 1925, was elected to 


succeed him as secretary. 


Homer O. Johnson was advanced 


assistant secretary in conjunction with 
his former position as manager of the 
monthly premium department. Arthur 
N. Matthews was also elected assistant 
secretary in addition to which he com 


tinues in his work as actuary. 





Western & Southern Changes 


The Western & Southern Life has = 
pointed John M. McNamara superinte 





ent of the St. Louis west district. = 
McNamara started at Wheeling and - 
had experience as agent, assistant ps 
home office inspector. A. R. Fogle, ot 
merly assistant at Zanesville, O., Ko- 
been appointed superintendent at 
komo, Ind. 

pointed 


Frank B. Carter has been aPPr cy. 
special representative in westem 
ington of the Aetna_Life, H. 
general agent at Seattle, in 
Mr. Carter is widely known 


Pacific Northwest. 
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NEWS OF LOCAL ASSOCIATIONS 














WILL ORGANIZE THIS WEEK 
Illinois State Association Meeting 
Called for Saturday at 
Springfield 





Delegates from all the local life under- 
writers’ associations in Illinois will meet 
in the: Abraham Lincoln hotel in Spring- 
field Saturday noon, Dec. 5, to discuss 
the organization of a state association. 
Chester O. Fischer, president of the Pe- 
oria association, sent out the call, and 
is being assisted by Clinton F. Criswell, 
the new executive secretary of the Chi- 
cago association. 

For some time it has been felt that 
the common interests of life insurance 
in the state could be more effectively 
developed and protected by some simple 
plan of unified activity. At present there 
are only seven local associations in IIli- 
nois, and one of the immediate results 
of the new state association will un- 
doubtedly be the organization of new 
associations in other cities. 

The state associations in New York, 
Ohio, Indiana and Tennessee have been 
particularly successful, and in some in- 
stances have been able to secure some 
much-needed legislation, like the anti- 
twisting and agents’ qualification laws 
secured by the Ohio association. 

= f 

Cleveland, O-—The Cleveland associa- 
tion will meet the evening of Dec. 10. 
There will be a program of stunts of 
various kinds, but the principal purpose 
is to get together and get better ac- 
ouainted. This will be followed by a 
dance. All of the other monthly meet- 
ings have been devoted to good, hard 
work, and the members have a little 
playtime coming to them, so they are 
taking advantage of it in this way. 
Wives, mothers, sisters and cousins are 
invited. 

* * * 

Seattle, Wash.—A joint meeting be- 
tween the Seattle Trust Men’s Associa- 
tion and the Seattle life underwriters 
was held recently. The purpose of the 
meeting was the creation of a better 
understanding of the businesses of each 
organization, Trust men plied the under- 
writers with questions and the under- 
writers in turn questioned the bankers. 
Several meetings of this nature have 
been held in the past with good results. 

x *x* * 

Philadelphia, Pa.— The Philadelphia 
association is about to undergo a radical 
change in organization and management. 
The executive committee has just author- 
ized the revised constitution and by-laws 
Sent to every member for perusal and 
approval. 

_ Under the new plan the association is 
meorporated and a board of directors 
will have great powers. Instead of the 
President appointing the nominating 
committee, this board of directors will 
80 function, thus eliminating factions 
and political cliques. Another impor- 
tant change is the raising of the dues of 
active members from $6 to $10. Dues of 
general agents, managers and superin- 
ents with agency organizations will 

© raised from $10 to $15. In addition, 
seneral agents or managers will pay $5 
— for each million of paid-for life 
ay ae (exclusive of group) accounted 
with uring the preceding calendar year, 

& maximum surcharge of $45. 
x * * 

Northern California—Approval of pro- 
—, amendments to the constitution 
a a adoption of a new section in- 
= dues marked the November 
pre ng of the Northern California asso- 
— in San Francisco. Dues for agent 
oa ers were increased from $7.50 to $10 

those for general agents and mana- 
= from $12 to $25. 
— Program was arranged by H. 
Life Archer of the Western States 
com All speakers were from the same 
lite — R. J. Gilfillan spoke on selling 
Sime Bee during the Christmas 
irit ge ye the title, “The Christmas 
reelt n Life Insurance.” Mr. Gilfillan 
ed experiences in which sentiment 
the predominant feature of the sale. 

— Gunn, actuary of the Western 

una spoke on “Facts a Policyhulder 
on Know Before Giving Up Old In- 
ate ce for New.” After telling the 

ty from the mathematical standpoint, 














Mr. Gunn said, however, that this kind 
of knowledge was not the main thing 
that a policyholder should have but that 
knowledge of the man trying to “twist” 
was the principal point. Sam Sadowski 
of the Western States, a violinist of 
note, who produces in excess of $1,000,000 
a year, rendered several selections. 

Roy Henderson, vice-president, pre- 
siding in the absence of Victor A. An- 
derson, announced that the executive 
committee had been changed by the 
resignation of Oliver W. Fletter and the 
addition of William B. O’Connor general 
agent of the John Hancock Mutual, to 
fill the vacancy. R. L. Stephenson, Jr., 
Union Central Life, was named as treas- 
urer protem during the absence of Alvah 
P. Conklin of the Mutual Life, who is 
visiting Europe. 

x * &€ 


Kansas City, Mo.—James Elton Bragg, 
vice-president of the Manhattan Life, 
was the principal speaker at the Novem- 
ber meeting of the Kansas City asso- 
ciation: He was introduced by E. J. 
Stevenson of the Kansas City branch of 
the Manhattan Life, who spoke of Mr. 
Brage’s phenomenal rise from solicitor 
to vice-president of the company within 
a few years. 

Charles L. Scott, manager of the 
Massachusetts Mutual Life in Kansas 
Gity, and second vice-president of the 
National association, spoke on the es- 
tablishing of a closer relationship 
between local associations and the Na- 
tional association. Mr. Scott read a let- 
ter from Edward A. Woods expressing 
his gratification at the success of the 
convention here. 

Sam C. Pearson of Pearson & Larson, 
general agents of the Northwestern Mu- 
tual Life, presented a watch fob, on 
which is the insignia of the National 
association, to Alvin E. Myers, manager 
of the Phoenix Mutual Life here, past 
president of the local association, and 
general chairman of the local conven- 
tion committee, for the work done by 
Mr. Myers in the recent convention. The 
gift was on behalf of the Kansas City 
association in appreciation of Mr. Myers’ 
aid. 

John B. Smith of Topeka, assistant su- 
perintendent of insurance of Kansas, 
was introduced at the meeting. 


* * * 


Richmond, Wa.—Constitution of the 
Richmond association was amended at 
the November meeting, increasing dues 
of general agents and managers to $25, 
field men to $10, and associate members 
to $5. The association had previously 
voiced its approval of raising the dues, 
but formal action in amending the con- 
stitution was necessary. The increases 
become effective Jan. 1. It was agreed 
that where there is more than one mem- 
ber of a general agency of a firm acting 
as general agent one shall pay $25 and 
the others $10. 

President Augustine announced that 
the “News Leader” is to carry the Grif- 
fin M. Lovelace syndicate service. Once 
a week advertisements to be paid for by 
general agents and managers will ac- 
company the reading matter on a special 
page. It is also planned for the asso- 
ciation to insert advertisements from 
time to time to help boost the life in- 
surance business. 


* * * 


New York City—There is much interest 
being taken in the forthcoming meeting 
of the New York association next Tues- 
day. Dr. John A, Stevenson, vice-presi- 
dent of the Equitable Life of New York, 
has as his subject “The Psychology of 
Life Insurance Selling.” He will speak 
on the three phases of every sale, the 
approach, the interview and the close, 
and will make his selling talk on the basis 
of programming the prospect's needs. 
Isaac S. Kibrick, who has made such a 
remarkable record in life insurance sell- 
ing, will speak on “Civic Service and the 
Life Insurance Man.” He lives at Brock- 
ton, Mass., and in nine years he has writ- 
ten $10,000,000 of insurance, his record 
for last year being nearly $2,000,000. He 
was a student of the University of Mos- 
cow and came to America as a political 
refugee from Russia. He sold news- 
papers in New York City, worked in 
garment and shoe factories and finally 
entered the insurance business in 
Brockton. 


Vv. C.. Cavett, general agent of the 
Union Central for Mississippi, spent a 
few days the past week at the home 
office at Cincinnati. 











PAYROLL DEDUCTION 


We Write Payroll Deduction 


BECAUSE it benefits wage-earner and 
employer and opens a new field for busi- 


ness. 


Payroll Deduction is only one of many 
special features embodied in complete 
West Coast Service. 


West Coast Lire 


INSURANCE COMPANY 
HOME OFFICE -SAN FRANCISCO 


The only company on the Coast carrying Group Insurance if 
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Mutual Benefit Life Insurance Co. 


Satisfaction 


There is a sense of satisfaction in represent- 
ing a Company which has long been known as the 
“Policyholders’ Company” because of satisfactory 
service to its members for a period of eighty years. 
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Newark, N. J. 























AMERICAN NATIONAL 
INSURANCE COMPANY 


W. L. Moody, Jr. 
President 


Galveston, Texas 


Shearn Moody 
Vice-President 
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W. J. Shaw 
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Substantial increases every year 


Ordinary and Industrial 
Life Insurance In Force 


June 30th, 1925 
$269 ,479,554.00 


ASSETS 


$21,606 ,568.43 





Good Territory in Twenty-Three States, 
the Republic of Cuba and Hawaii 
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“Personal Proposal”’ 


AVE you ever had a partially interested prospect dismiss you in a way 
which plainly indicated that he had not understood or remembered what 


you said? 


Agents working under the American Central Plan avoid this difficulty 
through the Personal Proposal. 


This is a part of the Plan. The pre-selection of prospects, the pre-approach, the 
canvass, control of the interview, close, the handling of notes, and a definite resale 
campaign are all parts of this Plan by which successful agents are profession- 


alizing their insurance work and their insurance service. 


We are now operating in twenty-three states, and under certain conditions will 
enter additional states. Details of the American Central Plan and our methods 
of operation will be given gladly to any one interested in considering a connec- 


AMERICAN 


tion with us. 





Perhaps the most comprehensive field 
development program in existence today. 

One phase is described in this advertise- 
ment. 





CENTRAL 
LIFE 


INSURANCE CO. 
iNDIANAPOLIS 


ESTABLISHED 1899 
HERBERT M. WOOLLEN, President 





NUMBER NINE IN A SERIES OF INFORMATION ADVERTISEMENTS 
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George Washington Life Insurance Company 


CHARLESTON, WEST VIRGINIA 
HARRISON B. SMITH, President 


resents opportunity for liberal contracts covering definite territory with 
ome Office registry and with power of appointment of sub-agents. 
The States of West Virginia, Virginia, Ohio, Kentucky, Tennessee, South 
Carolina, North Carolina, Georgia, Michigan, Oklahoma and Washington. 


Address 


ERNEST C. MILAIR, Vice-President and Secretary 
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THE SECURITY LIFE INSURANCE CO. OF AMERICA 


O. W. JOHNSON, PRESIDENT 
WANTS: A FIELD ORGANIZER 
CONTRACT—SALARY AND EXPENSES 


WANTS: GENERAL AGENTS AND MANAGERS 
CONTRACT COMMISSIONS OR COMMISSIONS 
AND EXPENSE ALLOWANCE 


Only Men of Experience Whose Records Will Bear the Closest Inspection Will Be Employed 


Address S. W. GOSS, Vice-President, The Rookery, Chicago, III. 


DUMONT IS IN CHARGE 


WILL TAKE OVER COMPANy 





Court Order Gives Nebraska Depart. 
ment Control Over Affairs of 
Mutual Interest Life 





OMAHA, Dec. 2.—District Judge 
Hastings has issued an order to the state 
insurance department, authorizing it to 
assume the business of the Mutual Ip. 
terest Life of Omaha and conduct 
until restored to a satisfactory financial 
condition. 

E. T. Swobe, president of the com. 
pany, who resisted the move in court, 
charged Commissioner Dumont had been 
“harassing and trying to discredit the 
company to show up a former state ad- 
ministration” for granting the company 
a license. Mr. Dumont denied these as- 
sertions. President Swobe emphaticall; 
denied the company was insolvent. 


Not Licensed, Mrs, Fairchild Says 


T. J. McGuire, deputy attorney gen- 
eral, said Dr. C. Criss and Guy 
Cramer, directors of the company, stood 
ready to testify for the state and are 
seeking to be relieved of their respon- 
sibility as directors. 

Mrs. M. A. Fairchild, deputy insur- 
ance commissioner and former head of 
the department, testified that she did not 
give the company a license, but had au- 
thorized soliciting of 200 policies to be 
filed with the application for a license. 


CHANGES TO OLD LINE BASIS 
(CONTINUED FROM PAGE 3) 


company is permitted to write insurance 
on the assessment plan only and as long 
as the present plan continues the com- 
pany is not able to give its members 
policies which have unchangeable guar- 
anteed level rates, providing for cash, 
loans, paid up and extended insurance 
equities. The plan to change to a legal 
reserve basis was designed for the 
purpose of giving members better pro- 
tection and also for the purpose of giv- 
ing agents of the company opportunity 
to compete successfully with agents oi 
other companies and maintain a prom- 
inent place for the company in the in- 
surancé world. 


Has $110,000,000 in Force 


The company’s insurance totals about 
$110,000,000 and under the contract each 
‘certificate holder, at the time of conver- 
sion will receive full credit at that time, 
for his equity in the accumulated assets 
‘of the association, which at the begin- 
ning of the current year amounted to 
$4,471,065. 

An unique feature of the proposed 
contract is for the payment into the 
fund held for the protection of the cer- 
tificate holders, of the sum of $450,000 
in consideration of transfer of good-will 
attaching to the business, which amount 
is divided into ten installments, payable 
annually, and not exceeding in any yeat 
10 per cent of the renewal premiums on 
the insurance reinsured remaining ™ 
force, either as assessment insurance Of 
converted. 


Claim Equity in 10 Days 


The premium income of the old com- 
pany in 1924 was $2,106,058, even with 
its comparatively low rates, and it } 
not likely that the company will fall 
back upon the provision that if the 
$45,000 is not met annually, it shall be 
carried over and paid at a rate not ™ 
excess of $45,000 a year during the years 
immediately succeeding the 10-year 
period plus a 4 percent interest. 

A member not desiring to remain W 
the company may, within 10 days alter 
the meeting, file with the secretary 2° 
tice of his preference to transfer to some 
other corporation and in event of such 
transfer receive, also, his full eauity ™ 
the accumulated funds of the Bankers 
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How to Get Business for the Remainder 


of the Year to Meet the Heavy Bills 
That Roll Up at the Christmas Season 


ETTING business for the 
G mainder of the year is the immedi- 

ate problem facing every life 
insurance man at present, said James 
Elton Bragg, vice-president of the Man- 
hattan Life, in an address before the 
Life Underwriters’ 
sas City. 


Association of Kan- | 
“No stimulus can equal that | 


re- | 


| 


of having business in hand,” Mr. Bragg | 


explained before he outlined methods 


tested with the aid of groups of sales- 
men. 

“Mr. Bragg emphasizes the fact that 
he gets business by going to see people. 


Three Steps In Getting 
Effective Interviews 


“Letters do not work,” he says. “The 
way to get the largest possible busi- 
ness during the remainder of the year 
is to get the greatest number of effec- 
tive interviews with your best prospects. 
There are three steps in this process: 
(1) Laying out a plan of getting in- 
terviews; (2) deciding a method of sales- 
manship, and (3) the managing of the 


one who does the job, the duty of the 


executive in charge of one salesman, 
which is yourself.” 
Mr. Bragg suggested that the best 


way to get oneself interested in his work 
so that he will make his presentation 
forceful, and so that he will get results, 
is to set oneself a definite objective, 
preferably in the form of something 


| tangible which is colored by sentiment. 
of selling life insurance which he has | 


For instance, if a man at this season 
wants to give the best of himself to his 
work, if he will list the things he wants 


| to buy his wife or children for Christ- 


| mas, 


figure the amount of insurance 


| he would have to sell to be able to buy 


those out of the money he makes dur- 
ing the rest of the year, and put that 
list before him on his desk, he will suc- 
ceed, said Mr. Bragg. 

As to the first step in the process, a 
plan for getting interviews, Mr. Bragg 
suggested that one classify various 
groups of prospects. In the first group, 
those persons one has already seen, 
and who are inclined to buy policies, 
are included. All those who can not 


buy possibly during the next month are 
| eliminated from all groups. As the sec- 


| ond group, all those who might buy be- | 


fore the end of the year are listed. 
the third group are those who 
repeatedly put off deciding on policies. 


Prospect Clearing House 
Saves Wasted Effort 


As concerns the third group, it is a 
good thing to have a prospect clearing 
house, Mr. Bragg pointed out, a bu- 
reau the operation of which will give 
others a chance to sell to a man with 
whom one man has had difficulty in 
making headway. In dealing with this 
third group, the speaker suggested, the 
salesman should put the matter up to 
him definitely once more, and then turn 


“For the fourth group of prospects 
you are to see in this campaign of yours 
to swell business toward the end of the 
year,” he continued, “choose the man 
you know, and who knows you, but 


insurance. Many of us life insurance men 
have developed a squeamish hesitancy 
about going to our friends in regard to 
policies. Now, some one is going to 
make thousands of dollars on your 
friends if you don’t.” 





After the four groups designated are | 


whom you have never solicited for life | 


In | 
have | 


| that of persons the 


it over to someone else, rather than 
hang on to this type of prospect in-| 
definitely. 


exhausted, the man who has been in 
the business some time will have little 


time left on his hands this year. But 
for the new man in the business, who 
has not so many prospects in view, 


Mr. new classification, 
salesman does not 
know, strangers, but persons who are 
nevertheless in the same walk of life 
he occupies, or has been in at one time 
or another. 


Bragg offers a 


See People In Same 
Cross-Section of Society 


“ht just here where many new 
salesmen fall down,” the speaker pointed 
out. “I have seen many new men in 
the business come in, go through the 


is 


city territory, and choose bank presi- 
dents and retired brokers to approach. 
Now, if the salesman is a modest man 


a modest walk of life, he should see 
the people who are in the same cross- 
section of society. This matter of 
choosing those persons who are socially 
and intellectually your sort, whose prob- 
lems you can understand, with whom 
you can be companionable, is very im- 
portant. Later, when you become ex- 
perienced, go to the bank presidents, 
if necessary. But remember that the 
best prospects are those with whom you 
can talk naturally and therefore force- 


in 


| fully.” 


A valuable thing to do for both the 











George Kuhns. 








Three New Records 


of Progress 


A TWENTY-TWO MILLION DOLLAR 
PRODUCTION of new life 
during June 1925, in honor of President 


A NINETY MILLION DOLLAR PRO- 
DUCTION of new life insurance during 
the first half of 1925. 


During June 1925, the total of life insurance 
in force passed the EIGHT HUNDRED 
MILLION DOLLAR mark. 


BANKERS LIFE COMPANY 


DES MOINES, IOWA 


George Kuhns, President 
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THE ROYAL UNION LIFE 
INSURANCE COMPANY 


Des Moines, lowa 


Strong and Progressive 















Paid to Policyholders— 
Over—$19,000,000.00 


Insurance in Force— 


Over—$ | 38,000,000:00 


















A. C. Tucker, President 
D.C. Costello, Secretary Wn. Koch, Vice Pres. 























32 


THE NATIONAL UNDERWRITER 


December 4, 193; 


—— 














ACTUARIES 


ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 








160 N. La Salle St. 
Telephone State 7298 
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Life Insurance Accountants 
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old-timer and the new salesman, Mr. 
Bragg explained, is to make an analysis 
of all the interests he has had which 
have brought him contacts with people; 
for instance, his preparatory or high 
school, his college, his church, a former 
occupation, and any social or business 
organization. Write down these inter- 
ests, Mr. Bragg advises, and under each 
put two lists of names, those persons 
who will remember you, and those who 
have had this experience in common 
with you at one time, but who will not 
recall you. 

“Now you have your groups,” he said. 
“Call on them in the order in which I 
have named them, rolling up a store of 
enthusiasm as you go along. Dedicate 
a certain amount of time each day to 
this work, at least three hours, and 
when you interview these persons, do 
not talk about good will or the latest 
football game, but actually present a 
plan or policy for their acceptance or 
rejection. That is an interview, and 
anything else is not.” 

One sale for every 15 interviews is 
the average for those of experience, the 
speaker said, and four interviews a day 
should be easy to achieve. “Young or 
old, if you make a game out of this 
which you play with yourself, you can 
accomplish more than in any other 
way,” Mr. Bragg said. 


Asking for Brief 
Audience Is Effective 


As for the second step, the salesman- 
ship employed, or the problem of mak- 
ing the interviews effective, Mr. Bragg 
suggests that a small unit be chosen 
for illustration, and that the salesman 
ask his auditor for 10 minutes of the 
latter’s time, before he asks to make 
an appointment to take an hour of his 
time. “If you see that he is interested 
at the end of 10 minutes,” the speaker 
said, “ask him for more, and if he has 
a sense of humor, he will appreciate your 
cleverness.” 

A good introductory question is to 
ask the prospective purchaser of a life 
insurance policy if he is an investor, a 
saver, Mr. Bragg suggested. From that 
the conversation can be led to a par- 
ticular investment, that of some plan of 
life insurance. “Part of the effective- 
ness of your interview will lie in focus- 
ing his attention on a chart which you 
shall draw on a piece of paper, as this 
is something definite and yet something 
which may stir the imagination. 

A good plan to illustrate in this man- 
ner is the self-completing savings plan 
by which, if a man is hurt for life in an 








accident, instead of receiving 4 percent | 


interest on what he has saved, he will 
receive 12 percent interest on what he 
is going to save, Mr. Bragg explained. 
“You may tell him that it finishes the 
job for him,” he said. 

Appeal to a man’s unselfishness is 
effective, the speaker explained. “Tell 
him that it is not a question of, ‘What 
do I get if I live? but ‘What do they 
get if I don’t live?” 

The salary continuance plan can make 
a powerful appeal if properly handled, 
even though the interview be short, he 
said. Men working for corporations 
which provide for a continuance of their 
salaries to their wives for one year after 
the possible death of the workers, can 
be appealed to by asking them if they 
are not willing to contribute to their 
wife’s support for one year more, in 
case of their death, said Mr. Bragg. 

“The principle of the whole campaign 
which you can personally make before 
the end of the year,” the speaker said, 
“is to give the matter a new dress, to 
wrap the package you are to leave at 





Clarence J. Daly, Presi 
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THE CAPITOL LIFE INSURANCE COMPANY 
Condition—December 31, 1924 


deesedsvostecventscsetovonecosee® 7,131,728.89 
6,263.650.65 







FULL HOME OFFICE CO-OPERATION ENABLES OUR AGENTS TO SUCCEED. 
DESIRABLE TERRITORY OPEN TO MEN OF ABILITY. 


» Colorade 


° ++ _ 868,078.24 
++ 54,025,068.00 
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your prospect’s door, in a new and at- 
tractive cover to suit the new season. 
They are more apt to like it.” 


GROWTH OF INSURANCE 
SHOWS IT FILLS NEED 


(CONTINUED FROM PAGE 4) 
responsive to changing economic condi- 
tions and is elastic in meeting new needs 
as they occur. The great forward 
strides made in life insurance volume are 
therefore only keeping pace with other 
developments and do not represent in- 
flation, but rather a natural and logical 
growth. New insurance written grew 
from $1,850,000,000 in 1900 to $15,400,- 
000,000 in 1925; life insurance in force 
from $8,562,000,000 to $72,000,000,000; 
total admitted assets from $1,742,000,000 
to $11,500,000,000; total income grew 
from $401,000,000 to $3,100,000,000. We 
are fortunate in being able, as a meas- 
ure of life insurance progress during 
1925, to present at this meeting approxi- 
mations of the volume of new insurance 
for the year and the total amount that 
will be in force at the end of the year. 
It is only possible to present such de- 
pendable figures through the generous 
coéperation of 166 life insurance com- 
panies having in force 94.6 percent of 
all insurance -outstanding in United 
States legal reserve life companies, 
which have furnished their actual figures 
to Oct. 31, and close approximations for 
November and December. 


New Record Established 


“A new record will be established by 
the total of $15,400,000,000 of new in- 
surance paid for during the year. This 
will be an increase over 1924 of $2,200,- 
000,000, a gain of 16.7 percent. Con- 
trast this year’s new paid-for business 
with that of 25 years ago, $1,850,000,000. 
This year’s figure is over seven and one- 
half times the amount written in 1900. 
This means that more insurance is 
acquired by the American people in 
seven weeks nowadays than in a whole 
year, at the beginning of the quarter- 
century. Look at this year’s record 
from another angle. The new insurance 
that is being written this year will be 
nearly twice the total amount of insur- 
ance outstanding on all American lives 
in 1900—the cumulative result of more 
than 50 years. Other life insurance com- 
parisons for the 25 year period show in 
equally bold relief the economic and so- 
cial progress of the nation during this 
period. In this 25 year period the total 
number of policyholders has grown from 
10,000,000 to 54,000,000, nearly five and 
a half times; the total insurance in force 
has increased nearly eight and one-half 
times, from $8,562,000,000 to $72,000,000,- 
000 an amount greater than the insur- 
ance carried by all the rest of the world. 

“From the viewpoint of the individual, 


| the advancement has been equally en- 


couraging. In the same period of 25 
years the insurance per capita to the 
entire population has grown from $111 
to $630. While the average insurance 
carried by 10,000,000 policyholders 25 
years ago was $856, the average carried 
by 54,000,000 policyholders today is 
$1,333. These figures reflect how our 
economic progress has permeated 
through all ranks of life and indicate a 
recognition of the present higher stand- 
ards of living by those who are pur- 
chasing life insurance. This tendency 
towards increased family protection 
among all classes of insureds is likewise 
reflected in the average of the new 
25 years ago and today. 
Then the new ordinary policy averaged 
$1,930, while today it averages $2,850; 
then the average industrial policy was 
$144 and now it is $244. The gains 
in new business for the current year, 
in all classes of life insurance, are 
equally remarkable. The amounts are 
as follows: Ordinary, $10,700,000,000, a 
gain of 15 percent over 1924; industrial, 
$3,560,000,000, a gain of 17 percent over 
1924; group, $1,140,000,000, a gain of 34.1 
percent over 1924. 

“But, gentlemen, it is in payments to 

licyholders and their beneficiaries that 
ife insurance has made its greatest 
record during the quarter-century. In 


—=—= 


1900 the total money paid out was $169. 
000,000. This year the total will closey 
approach $1,500,000,000, nearly ten timg 
the payments of 1900. 


Provisions Are Broader 


“The growth has not been in volun 
alone; it has been accompanied ly 
broadening of the beneficial provisions 
by greater liberality of contracts and by 
new phases of service. Wasteful con. 
petition has given way to wise codpen. 
tion and today there exists among they 
vigorously competing life insurance con. 
panies the most cordiai and rationa! jp. 
terchange of experience, eeertion and 
methods, just as there should b € among 
good neighbors. The policyholder jy 
America receives. more for his premium 
payments today than ever before. In 
their insurance contracts, as in every. 
thing else, the American people desire 
not cheaper, but better service. The 
new competition is constructive rathe; 
than destructive; it seeks to Provide 
more excellent service at the least Pos- 
sible cost rather than to criticise com. 
petitors. The new provisions, such as 
disability benefits, double indemnity, 
legacy trusts, waiver of premiums an 
free health examinations, increased limits 
in amount and in insurable age, grow 
insurance and salary savings plans—all 
broaden the service offered by life in. 
surance companies to the public. Life 
insurance is as much the handmaid oj 
commerce and industry as are banking 
and transportation. 


Government Also Appeals 


WASHINGTON, Dec. 2.—The United 
States States Supreme Court has granted 
the government's petition for a review 
of the lower court’s decision in the tax 
case of the New York Life, involving 
the question of what reserves are de- 
ductible from taxable income under the 
income tax law of 1913 and the laws oi 
the state of New York. The lower court 
decided some questions in the tax case 
against the New York Life, which had 
already taken an appeal. The govern- 
ment now appeals on the points where 
the New York Life won in the lower 
court. 

It is the contention of the government 
that the only reserves required by the 
New York state laws are the policy re- 
serve funds. The New York Life makes 
reserves to cover unreported death 
losses and also annuity of contracts with 
its agents. The net additions to reserves 
it claims are deductible from net tax- 
able income. The amount involved in 
the suit is $4,273. The United States 
Supreme Court last week decided 
against the Boston. in a somewhat simi- 
lar case. 


MacMillan Made Supervisor 


Julian C. Harvey, general manager 0! 
the St. Louis Mutual Life, announces 
the appointment of D. E. MacMillan a 
agency supervisor. Mr. MacMillan has 
been connected with the St. Louis 
agency of the National Life of Vermont 
for several years. He assumed his new 


‘duties Dec. 1. 
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4 SUPERVISORS WANTED 
ONE FOR EACH STATE 





Eastern Pennsylvania 
Michigan Indiana 
Kentucky 


Salary—Bonus—Personal 
Commissions, Renewals and 
Traveling Expenses to right 
men. Ages 30 to 45. Old 
Line Eastern Company—Good 
Contracts to give Your Gen- 
eral Agents and Solicitors. 
Modern Policies with latest 
clauses. In answering en- 
close your Photo, and ad- 
dress confidentially, Box 
P-82 this paper. 


Photo returned to you if 
requested. 
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